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One of the important reasons why the Japs 
hate the mention of “B-29” is the ability of the 
American superfortress to bomb Japanese 
cities from great distances. 

The photograph above shows the fuel wing 
cell assembly of the B-29. For comparative 
purposes we show the cells with a small plane 
in the picture. For some time we have been 
engaged in the volume manufacture of these 
and other types of bullet-sealing fuel cells 
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urgently needed by the Army Air Forces. 

This is one of the reasons why “U.S.” Keds, 
“U.S.” Kedettes, “U.S.” Gaytees, and “U.S.” 
Royal Footwear are not available today. 

Our pledge to our Government is to assist 
in the winning of the war to the best of our 
ability. Until the last Jap and the last German 
have their hands in the air, we shall be ever 


mindful of that pledge. That is what you 


would have us do, we are sure. 


UNITED STATES RUBBER COMPANY 
FOOTWEAR DIVISION 

Makers of “U.S.” Keds, “U.S.” Kedettes, “U.S.” Gaytees 

CUS Trade Marks, Reg. U. S. Pat. Off. 
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The products enjoying undisputed om 
leadership today are those which long ago _ 
laid down sound principles of quality Dev 
Dot 
and service ... and followed ? 
them with sincerity and vision through 
times favorable and adverse. Flor 
Fra 
TANDRITE’s present position of at 
pre-eminence . . . in quality, color and — 
finish . . . is the logical result of - 
that consistent policy of - 






"sticking to its guns.” 
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HERBERT LAPE, JR., president of 
The Julian & Kokenge Company, 
Columbus, Ohio, says: 

. “The retail business during the past 

two years has been the fulfillment of a 
merchandiser’s dream —no markdowns, 
tapid turn-over and very little promotion 
expense. During this beautiful sojourn, 
sales have increased but inventories gred- 
wally melted away. 

“Just as in real life, some wake up a 
littie earlier than others. It has not been 
Hecessary to point out that sooner or 
later the alarm clock would ‘go off? and 
"we would be faced with the realization 
that possibly we were selling ourselves 
out of business. 


) “During 1945 the retailer is definitely 
Being to feel the pinch of war. Up to 
this time he has only been inconvenienced 
“because he could not get all he wanted 
@ certain types of articles, but in the 
Mggtegate he was able to get sufficient 
“Wantities to support increasing sales. 
“American industry has done an out- 
ding job in being able to supply both 
and butter’ but for the shoe busi- 
at least, the industry is now suffer- 
because much more of our raw 
terials are needed for war production 
the manpower shortage has become 
acute. 
of us were prematurely optimistic 
the war in Europe would be over 
end of 1944. After all; some of 
military men in high places shared 
same view. It is unfortunate in the 
it of what has happened in recent ° 
ks that we planned to give the con- 
ler many new styles, patterns and dies 
m cannot now be supplied by 
Hern shops. Patent leather and calf- 
are very critical and the situation 
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concerning lining stock is one of the 
most serious situations that has ever faced 
the shoe industry. The manpower short- 
age cannot possibly be alleviated until 
after the war in Eyrope is successfully 
concluded. 

“Our purpose is not to frighten you but 
rather to bring you squarely face to face 
with the facts as we see them. It is 
our sincere recommendation that you 
forget last year’s figures and that you 
conserve your stock and apportion your 
sales throughout the year, so that you 
will be able to have shoes for your good 
customers this Summer and Fall, as well 
as this Spring. Shoe rationing will not 
accomplish this purpose, as you well 
know. It is up to you to work this out 
for yourself, even if it means withholding 
shoes from stock, filling in your sizes 
from this surplus a few pairs at a time. 

“We, of course, are not going to relax 
in our efforts to give you every pair of 
shoes we possibly can, but the retailer is 
now going to experience some of the 
problems that have been facing the 
shoe manufacturers for several years, and 
it is only through mutual cooperation 
that our industry can hope to survive 
this most critical period.” 

. * * * 
JOSEPH T. GEUTING, JR., has 
been appointed acting manager of 
the Personal Aircraft Council of the 
of Com- 
merce, Washington, D. C., To ac- 
cept the appointment, Mr, Geuting 
has resigned as vice-president of 
General. Aircraft Corporation and 
as chairman of the Personal Air- 
craft Council. The Personal Air- 
craft Council was formed in 1943. 
Its membership includes aircraft 
manufacturers interested in the pro- 
duction and promotion of planes 
for personal use as contrasted with 
military and air transport equip- 
ment. 
t 
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“ARE CLOTHES MODERN?” is 
the challenging title of the exhibit 
of men’s, women’s and children’s 
fashions being shown until March 
4th at the Museum of Modern Art 
in New York. Bernard Rudolfsky, 
architect and designer, has contrib- 
uted a group of shoe designs to the 
showing. Entering the first room, 
the visitor is greeted with this 
printed comment: “Anthropologists 
agree that clothes are not primarily 
for protection or concealment. Our 
strongest impulse is the desire for 
ornament and display.” At the exit 
he sees himself in a full length 





mirror inscribed with these words: 
“A reflection to take home.” The 
idea here is obviously that a study 
of the clothes and shoes in the ex- 
hibit will stimulate the visitor to a 
new appraisal of the so-called mod- 
ern clothes. 

Shoes are -shown in_ several 
groups, starting with some typical 
modern and early and late Nine- 
teenth Century shoes and lasts. The 
comment above these shoes is in 
the same light vein of irony as 
other comments throughout the ex- 
hibit: “The ultimate triumph of 
contemporary clothing is the sym- 
metrical shoe; our deepest regret 
is our inability to develop a sym- 
metrical foot.” A collection of 
eight clogs shows the extensive use 
of the high sole shoe throughout 
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the world, especially in the East. 
Six original sandals have this char- 
acteristic in eommon—they all pro- 
vide for a real. fitting adjustment, 
along with foot freedom. When the 
forepart of the foot is very free 
and exposed, the fitting adjustment 
is provided at the back; when the 
sandal is held to: the foot over the 
instep or the toes, the back is very 
free and exposed. 

One of the final exhibits of the 
show is an uneven floor, consisting 
of a series of low humps and hol- 
lows. This, too, has a function in 
relation to the foot. According to 
the comment, it “Conserves the tac- 
tile sensibility of our feet which 
flat surfaces and modern shoes have 
destroyed. In nature the only per- 
fectly flat hard surface is ice.” 


THE I. MILLER PARACHUTE Di- 
vision of I. Miller & Sons, Inc., 
Long Island City was presented the 
Army-Navy E Award on January 
12, 1945. It is rather significant 
that the award was granted, not for 
the production of shoes—in which 
they naturally excel; but for the 
production of parachutes, body 
armor, high altitude heated gloves, 
suits and stratospheric footcover- 
ings—all being in the nature of 
new work for a 52-year-old shoe 
organization to accomplish and real 
proof that nothing is impossible to 
ingenious shoe men, competent 
management and patriotic workers. 

For be it known that the Army- 
Navy E Award is a rare and un- 
common citation for high achieve- 
ment in Army-Navy production. 
There are some 85,000 concerns 
engaged in war work and only 
3400 awards have been issued. 

So with the customary I. Miller 
& Sons showmanship, the meeting 
—with all the workers attending— 
was held in the Grand Ballroom of 
the Waldorf-Astoria. After martial 
music by the Army Air Force Band 
No. 581, Ist Lt. W. I. Goedert, A.C., 
gave the ceremonial welcome. It was 
followed by the presentation of the 
award by Lt. Col. Harold R. Lister, 
A.C. The Army-Navy E pennant 
was then hoisted and accepted by 
George Miller, president of I, Miller 
& Sons, Inc. Emphasis was put upon 
the work of Michael Miller and Dr. 
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—We can still get good shoes and 
good clothing in America. 

—The oe clippings from re- 

cent issues on newspapers 
were sent to me by our good 
friend Harold Whitehead of Lon- 
don. 
“Costumes, Suits, Overcoats, turned by 
Strand Cleaning and Renovating Co. 
Ladies and Gentlemen's Garments made 
to measure. Customers’ own material. 
Ladies’ Silk Stockings Invisibly Mended 
and Refooted.” a 


“Coupon Free—Ladies’ coats repaired, 
made into skirts, pinafore dresses, cardi- 
gan coats. Skirts made from trousers. 
Blouses made from men's shirts, latest 
fashions. Shirts renovated by shirt- 
makers, new collars, cuffs, etc., from tail. 
Shirts made from material supplied. 
C.O.D." 
** ¢ * 


—We can still get good shoes and 
good clothing in America. 
—We have much to be thankful for. 


Fb bee 


President 








L. G. Feman, under whose tireless 
supervision the Army-Navy con- 
tracts have been fulfilled long be- 
fore due date. Presentation of the 
Army-Navy E pins was then made 


to five employees, in token of the 
entire group. 

Be it also known that out of the 
I. Miller organization 333 em- 
ployees are now serving with the 
Armed Forces. The guard of honor 
for the presentation of the colors 
was from the American Legion, 
Corp. Charles Miller Post 1188. 
Over 2000 workers.and friends were 


in attendance. 
> 7 * 


E,W. McCAIN, line manager of 
the Tru-Poise Division of the Selby 
Shoe Company, said in Los An- 
geles: 

“Without question the Pacific coast 
and particularly southern and central 
California will assume a much greater 
importance in the post war period than 
it has in the past, and it is important 
that manufacturers of women’s fashion 


merchandise become cognizant of this 


fact to a greater degree. 

“The war effort has brought many 
thousands more people to this area and 
the termination of the war in Europe 
and the subsequent stepping up of the 
war with Japan will bring even more 
thousands, a good proportion of which 
will want to and will remain to take em 
ployment in the peace time industries to 
spring up in the giant plants now devoted 
to war effort. 

“Tt is also important that manufactur 
ers pay attention to what we might call 
‘Sun Fashions.’ The climate of southern 
California demands a distinct style trend, 
which might also be labeled year-round 
resort fashions, emphasis must be placed 
on color, aifiness and comfort of design 
to ‘achieve a final result of casual smart- 
ness.” 





"Mind if | take over? He just got word h:s the fatl.er of triplets!” 
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Throw a Bone to the Dog 


WHAT is is? 

It’s made of leather—evident- 
lypArmy upper scrap—clicked 
out, slashed at the ends and 
stapled together. Three good 

strips of leather that could very 
well be parts of a child’s sandal. 

What is it for? 

Believe it or not, it’s an imi- 
tation bone for a dog to chew on! 

You know, if it wasn’t so serious, it would be decid- 

edly funny—to see what fool uses leather is put to in 
this day and shortage. Here is a precious material— 
shortest in supply of any material on the face of the 
globe; and what is it being used for?’ A substitute for 
a bone! 

ee For months and months we have said, over and over 
again, that we throw away what another nation would 
gratefully utilize for necessitous and precious foot cover- 
ings. Well, it won’t be long now before we will grind 
leather up and use it in hamburger, as a substitute for 

“Smeat. Because the shoe industry isn’t enough interested 
in its own welfare to fight for every scrap of leather. 
Already, big organizations that must have immense cut- 
ting areas to keep the big organization functioning, are 
face to face with the necessity of re-adapting their supply 
lines to absorb small lots of materials available to them. 
What was once a freight-car shipment is now a burlap 
bag full. 

It may not seem to be efficient economy for a big 
‘organization to study its own scrap pile; because it 
“would cost too much to sort and trim and cut scrap; 
bubthat’s what may come to pass if the leather supply 


lessens. Small plants that can adapt themselves to small. 


lots of material, bought here, there and everywhere, may 
have a bit of advantage, providing the ingenuity of the 
cutter, the shoemaker and the distributor is given full 
play, Make no mistake about it—it costs more to make 
shoes from materials purchased in a hit or miss supply 
_ market. It costs more to make shoes that you cut from 
sy (th the end result is important—vou do get shoes! 
all; shoes have got to be made somehow, some- 

. If shoe factories will not make more children’s 
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shoes, for example; and the 
country in war time needs more 
children’s shoes, the govern- 
ment has the power to see to it 
that they are made. That's the 
end that no one likes to con- 
template—a government order 
for millions of. pairs of chil- 

, dren’s shoes, at a contract price 
and naturally sold by government in depots of its opera- 
tion. That can happen here if the children’s rationed 
shoe problem isn’t solved. 

It can happen here if we use splits on children’s soles 
(that a few years ago you would have been ashamed to 
put in a sock lining); for while you are using junk, 
there is a terrific volume of leather luxury items selling 
at prices that make possible a utilization of the very 
manpower that should be reserved for so necessitous an 
item as children’s shoes. The time is now to bring these 
conditions to a head. 

Just one more caution! This is.no time to put pres- 
sure on promotions to make people buy more than they 
need. Easter comes April Ist and it should be ap- 
proached—anot as a festival for selling. The merchant 
should show reasonable restraint when it comes to sell- 
ing rationed footwear for an Easter bulge of selling may 
throw the shoe stock out of size-balance for many 
months. The important thing is not to let your business 
get out of hand or out of balance with safety, We are 
at a point in human history when most anything might 
happen. We, as merchants, are also in a pretty good 
position insofar as money in the bank and reserves are 
concerned. This is hardly the time to plunge heavily 
when shadows of doubt are deeply ahead, Because, 
after all, most every business has more cash in the bank 
than ever before in its existence; the reserves may be 
sorely needed in 1945. 

This is the time to be very practical—to buy and sel 
is useful and attractive as well. It is also the time when 
you can keep your store clean and fresh with soap, 
water and paint. You can do a lot of things now to add 
to your equity of good will in your community, for the 
public is appreciative of good service and good advice. 
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ONE of the most interesting style 
stories for the coming Spring season 
is evolving around heels . . not new 
heel shapes but the extraordinary 
range of heel heights. 

The new style thinking in regard 
to heels dates back a number of years 
to the first flat heel shoes on low heels 
which were not walking welts or 
“mama” types but style shoes with a 
totally new look. The first shoes of 
this kind made in the United States 
were the street sandals on a 10/8 heel 
manufactured in 1927, 1928 and 1929. 
Three or four years later a high style 
manufacturer and store began ex- 
ploiting an 11/8 heel. Still in the 
early thirties another high style man- 
ufacturer brought out a classical low 
heel evening sandal on a % heel. 
This shoe was really radical in the 
history of American shoemaking. 

-The. only shoes resembling this low 
heel model were the flat heel shoes 
worn by the models in Alix’s Paris 
showings. These were designed as the 
logical classical style to wear with 
the Grecian draped clothes which 





Alix was introducing in 1931. Today, 
the newest development of the flat 
heel evening slipper is the “phantom” 
ballet slipper. If style prophets are 
correct we may expect tO see a re- 
vival of the directoire influence in 
clothes. With this the revival of the 
ballet slipper is a logical develop- 
ment. 

Along with all this growing inter- 
est in very low heels there is another 
distinct trend toward a very high 
heel. This demand for extremes in 
heel heights has already been noted 
in the fashion feature in our Nov. 15 
issue. As the trend becomes more 
marked among conservative as well as 
style-minded manufacturers it gives 
heels major style importance. As 
manufacturers put in additional heels 

. either very high or lower than 
they have ever before made . . . they 
have increased the range of heights in 
their lines so that never before has 
there been such a diversity of heel 
heights. The shoes illustrated here 
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Heels Go UP and Heels Go. DOWN ‘ 
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show heights which are the most 
popular among the large number of T 
manufacturers, That does not say J 
that some of the heights omitted here 
are not very good with individual fac. 
tories. 17/8 heels, for example, ar 


important, very important, with some. 
12/8, instead of 124% eighths register 
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Heels Are on the Move... They're Up as High as Three and a 
Half Inches . . . Higher on Platforms ... And They're Down as 
Low as Half an Inch . . . Heights of Heels No Longer Determine 


© most 

mber of 

nb: | Types of Shoes. 
ted here ; 

ual fac. 
ple, are 
th some, 
register 


by ELEANOR RUTLEDGE 


. i i i 21/8 and over, sellers in the coming season. 14/8 is 
lines. 20/2 is also important. Be- 22/8 and 24/8 are both in strong de- no longer considered to be a “low 
tween 22/8 and 24/8, a few manufac- mand, with 22/8 probably having the __ heel.” It‘ has become a medium heel 
trers have 23% eighths height. greater appeal. 21/8 also continues and is the number one height with 
Above 24/8 there are some shoes on to be the best high heel with a good certain manufacturers of smart welt 
8 heel. A few shoes are being number of manufacturers. Difficulty and college types, 13/8, 12%, 12 and 
over the top height of 28/8 in getting the higher heels is causing _ 10 eighths are as low as many will go, 
here. Actually, these slight va- some of these to limit themselves to but the factories which are using 
of % of an inch sometimes 21/8 as their highest heel. heels of 8/8 and 7/8 heights are in- 












ismeasured. The main point to note the extremes in heel heights, 18/8 “merly most conservative houses have 
is the diversity in heights. and 16/8 are both going to be best = introduced them. 6 /8 and 4/8 and 5/8 
are a little too radical, as yet, for any 

| 28/8 heel shoe from Hamilton, Scheu & Walsh. 24/8 heel shoe bas, & sory few’ megnfamurers, bat, 
frome Johansen. 22/8 heel shoe from Tupper, made also on a thin who can say where the trend will lead 
21/8 heel shoe from Gold Cross. 18/8 heel shoe from Flor- us by another season? The important 

sheim. 16/8 heel shoe from Andrew Geller. 14/8 heel shoe ‘from thing to remember is that heel heights 
Marshall, Meadows & Stewart. 1242/8 heel shoe from Sarra- no longer determine types. Dressy 
Sandler. 10/8 from Middletown. 8/8 heel shoe from Selby Styl- shoes are made on 4/8 heels and 
» Bez. 7/8 heel shoe from Walk-Over. 6/8 heel shoe from I. Miller. . casuals on skyscraper heels and clog 






4/8 heel shoe from Carlisle. Best sellers on heels from 4/8 to 28/8. soles. The customer names her heel. 
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FITTING COMES FIRST IN THIS 


SERVING children’s shoe needs in the largest individual 
community of apartment dwellers in the, world, Macy’s 
Parkchester, the only branch store now operated by the fa- 
mous retail establishment of R. H. Macy & Co., New York, 
, emphasizes in its children’s shoe department the fundamen- 
tal principles of correct shoe fitting that have brought suc- 
cess and renown to the juvenile shoe department of the 
parent store in Herald Square. As a result, this depart- 
ment numbers among its customers not only residents of the 
vast Metropolitan Life Insufance Company housing devel- 
opment of Parkchester, Borough of the Bronx, with a popu- 
lation exceeding 35,000 New Yorkers, but many others, 
some of whom come from sections as far distant as Flush- 
ing on Long Island. 

This unusual children’s shoe department deserves at- 
tention on several counts, First, and fundamentally related 
to its other merits, however, is its emphasis on service. To 
attain this end, the store goes beyond abstract teaching of 
the salespeop'e about friendliness, helpfulness and co-oper- 
ation. The merchandising policy embodies the principles 
on which right relations with customers are based. Sales- 
people are trained in the principles of correct fitting and 
encouraged to assist the customer in intelligent, unhurried 
merchandise selection. 

Selling here does not involye pressure technique, but 
stresses right relations with the customer and correct fit- 
ting. Specifically, the servicé is sustained by procurement 
of proper types. and quality of merchandise and a record 
of every sale. The latter is carefully filed as a guide to the 
clerk and a friendly tie for permanent customers. A more 
intangible but very essential factor is the human one. Most 


of the salespeople are selected from the community. They 


live in comfort near their work and know their customers. 

Illustrative of the clear-cut policy of this distinctive shoe 
department for children is its firm refusal to sell a pair of 
shoes on the request of a purchaser who comes without & 
child for a fitting and with only her memory or opinion as 
to the correct size. 

Before telling in detail of the various aspects of this 
unique department of children’s footwear, it is necessary 
to glance at the unique community in which this branch of 
Macy’s is located. Nowhere is there a town quite like 
Parkchester. Representing the most modern development 
of big city housing, its population is a cross-section of 
America. The inhabitants, whose incomes are from $3,000 
to $5,000, come from many sections of America, even states 
as far distant as Texas and California. - 

Adjacent té the 177th Street Station of the Interbore 
Rapid Transit, Parkchester can be reached by a five cent 
fare from New York. Inasmuch as it affords ’ 
rentals in thoroughly modern apartments in a beautiful 
park-like suburb, commanding views of Long Island Sound 
and Manhattan, the development attracted the interest of 
tenants as soon as Construction began in 1938. The first 
500 families which moved in March 1, 1940, have expanded 
te a town of 35,000. These residents, who pay less than” 
the proverbial 20 per cent of income for rent include school 
teachers, policemen, firemen, postal and other federal em 
ployees, owners of small businesses, young lawyers, eng 
neers, newspaper men, bank and brokerage employe) 
mechanics, secretaries, Army and Navy officers and defensé— 
workers, ” 

Pertinent to this story, however, is the fact that more 
than one-half the adult population is under 35 years of age — 


Boot and Show Recorder 





the outset there were many recently married couples. 

baby carriage is much in evidence in Parkchester. 

gsters three years of age and under form the largest 

group. 

to this community, which is attaining unity through 

m amusements and the life of growing children, 

ne Macy’s branch with a policy shaped in accordance 

th local needs. Like the management of the Metropoli- 

which provides 171 perambulator rooms, the very physi- 

structure of the store—its one floor above the basement 

meres 100,000 square feet—is calculated to make “our 

” convenient for people with young children. Women 

to shop where they can wheel the perambulator in 

gnd rest during fittings, as instanced by the section of Gro- 

Shoes. From the entrance on Metropolitan Avenue, one 
ks directly into this department. 


HE way in which shoppers or members of the same fam- 
sit in groups while fittings go on reminds one of the 
dly, comfortable atmosphere of the old-fashioned dry 
store in a small town. The customers sit for the 
part with backs to traffic, facing a wall decorated 
a paper in nursery design, which conceals the imme- 
reserve stock. Two cases are inset in this wall to 
y shoes with seasonal emphasis. At one side, there 

te high chairs for fitting infants. 
The unsophisticated observer might feel only the com- 
of this unhurried department, but the initiate in shoes, 
woking behind the simple setting to quality and merchan- 


dising features, as instanced by extremely careful fittings, 
would think about all the planning and supervision under- 
lying this new achievement of a great department store. 

All who act in a supervisory capacity here have had 
wide experience in shoes. They realize that women of 
Parkchester demand more of a product than was the case, 
say, fifteen years ago. At the same time their customers 
ask searching questions. The average mother wants to 
know whether the baby’s feet are normal. So it is a defi- 
nite aim of the department to provide clerks who have the 
training and personality to inspire confidence. In truth, 
the sales person must be competent in order to meet the 
requirements called for in a scientific fitting. 

An accurate, record is kept of every sale, listing such 
points as size, date of purchase, style, correction, 
and posture remarks. Indeed, the card file giyes more or 
less of a case history of the child insofar as shoes are con- 
cerned. Regular customers, of course, are kept in the 
active file. Names which have not been heard from after a 
considerable period are placed in the inactive file. 

Time, .as. indicated earlier, is important for fittings by 
the Gro-Shoe department. Inasmuch as the right and the 
left feet may differ, both shoes must be removed for a mea- 
surement to insure a correct fitting. In trying the new 
pair, the child is asked to. stand, that is, try both feet. 
When the sales person has decided that a pair of shoes is 
right for the child in question, before completing the sale, 
©-eneRaaNe 3 COHeS, te heen aaniet, Cer aeedneie of 

[TURN To PAGE 56, PLEASE] 
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= photograph of Parkchester, 
‘the amazing Metropolitan Life Insur- 
Company apartment in the Bor- 
of the Bronx, New York, which 
* houses a population of 35,000. 
Photo by Fairchild Aerial Surveys, Inc. 
; 
a 
y's Parkchester Serves 
| of the Most Modern and 
Jnusual Residential Communi- 
sin the World. But Its Chil- 
Gren's Shoe Section Holds Fast 
fo the Fundamentals of Care- 
Accurate Foot Study That 
ssful Children's Shoe 
ialists Everywhere Have 


d to Be Most Effective. 


trained salesperson. 








EFFICIENT RETAILING 
Requires EFFICIENT SALESPEOPLE 


The Part an Effective System of Com- 
pensation Based on the Incentive 
Principle Can Play in Stimulating 
Sales Effort and Thereby Increasing 
the Sales of a Shoe Store or Depart- 
ment. Chapter XXI in Mr. Hahn's 
Series “Retailers, Prepare Now!" 


LN this series of articles, I have stressed the importance 
of maintaining proper expense and merchandise controls 
and mentioned various means of increasing the efficiency 
of the buying, advertising, occupancy, administration and 
delivery functions. But these all constitute only the yme- 
chanics of retailing. Just as ariiarmy cannot be successful, 
no matter how efficient its equipment, without intelligent 
and well trained soldiers on the combat front, so retailing 
cannot be efficient without intelligent and well trained per- 
sonnel on the customer front. 

The coming keener competition in retailing will demand 
much more efficient salespeople. They can only be at- 
tracted to the retail trade through more liberal compensa- 
tion and greater opportunities for advancement. 


Commission Systems 


Besides more adequate base salaries, salespeople must be 
offered sufficient inducement for increasing their efficiency. 
Commission forms of compensation are helpful, but one of 
their limitations is that they do not properly compensate 
the most efficient salespeople for the many intangible 
values of good salesmanship that are not always reflected 
in the size of their salesbooks. 

One common form is a flat rate of commission on sales, 
varying in the different departments of the store, from 
which is deducted the salesperson’s guaranteed weekly 
salary. One limitatior. of this system is due to the wide 
fluctuation in weekly sales of stores, to which I have re- 
ferred. So salespeople are not able to sell sufficient mer- 
chandise in many weeks of the year to earn any extra com- 
mission at all. During these slack weeks salespeople have 


more opportunities of increasing their sales than during 


busy weeks, when their main objective is to sell as speedily 
as possible. But since they cannot increase their weekly 
sales sufficiently during these periods to earn any extra 
commissions, there is no incentive for them to exert them- 


Another commission system that is used by many stores 
is a fixed commission, generally of one per cent, that is 
paid all salespeople in a store in addition to their guaran- 
teed salaries. This system may be effective in departments 


by Edwin Hahn 


President, WM. HAHN & COMPANY 
WASHINGTON, D. C. 


such as furniture, where the average weekly sales are rela- — 
tively high, but it does not offer sufficient inducemnt in — 


most departments. For instance, the average weekly sales 
per salesperson in most department stores are approxi- 
mately $350 per week. Should the salesperson in the aver 
age department increase his weekly sales to $500 he would 


be doing a very creditable job, but he would only earn’ 


$1.50 in commissions, which is certainly not sufficient in-’ 
centive. 


Good Results from System 


The following commission system has produced excellent 
results in some stores: The salespeople are paid graduated 
weekly salaries, which take into consideration the i 
gible values of each salesperson, to which I have 
such as his Conscientious treatment of his customers 
his thoroughness in keeping his stock. Each sales 
in the department is given a quota of weekly sales which 
should be based on a figure at least 25 per cent below the 
average weekly expected sales of his department. He is 


paid a commission on the amount by which his sales for 


the week exceed his sales quota. The rate of commission is 
generally about one-half of the average ratio of selling cost 
in his department. Sometimes the quota is figured on 8 
monthly basis and commissions are paid monthly; but 
salespeople generally prefer weekly settlements. Here are 
examples of two salespeople operating under this system 
in the same department. ‘ 


Commission System Based on Sales Quota 


Salesman A Salesman B; 

Actual Sales .............. $400 $600 

Sales Quota ................ 300 300 
Sales in Excess of Quota. ..... $100 $300 © 
of 

Commission on Excess at3%.. $3 $9 
Base Salary ....-.....-...-. 24 4 ul 
ities... $27 3° 
Earnings to Sales........../. 6.75% 5.5% 


Under this plan, as the salesperson’s earnings 
his sales increase at a greater ratio, so his ratio of cost 
sales decreases. S seadpeammgiarene ge bes 
sion have found it to be generally more satisfactory to their 
salespeople and to themselves. Since my firm adopted & 


commission system similar to this plan in its essential ele 


ments, our salespeople have greatly increased both theit 
earnings and sales. The average weekly earnings of ouf 
[TURN TO PACE 62, PLEASE] 
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WAR Demands 
Lots of Leather 


And That's Why Rationed Shoe Produc- 
tion for Civilians Must Undergo Further 
Cuts to Supply Armed Service Needs 





and wears size 154% shoes. He must 
supply sergeant two months’ notice be- 


fore getting clothing. 
Associated Press Photo 


Big shine job came first on 
program when Paratrooper Pic. 
George Young of Bangor, Me., 
arrived at Penn Station, New 
York, on furlough. 


Saddle and harness section, 
Quartermaster Shoe Repair 
School at Camp Lee. All types 
of hand saddling are taught, 
to prepare QM trainees for 
repair work in the field. Left 
to right: Private Edward Ellis 
of Excelsior, W. Va.; Private 
James Winn of Dillwyn, Va. 
and Private Robert Chambers 
of Elkridge, Md. 





Waar will tomorrow’s shoe store 
look like? 

The question isn’t quite so academic 
as it sounds, for in this connection to- 
morrow doesn’t necessarily mean Post- 
war. It’s true that remodeling is, at 
the present time, hedged around with 
difficulties and restrictions. Neverthe- 
less, it is possible, in some cases to 
remodel a store even now. 

Until midsummer of last year, re- 
modeling of retail stores, beyond alter- 
ations of a very minor character, was 
virtually suspended due to restrictions 
in Construction Order L-41. Since 
then the War Production Board has 
modified its policy to the extent of 
granting permission to store owners, 
in certain cases, to remodel and repair 
their stores provided manpower and 
non-critical materials are available 
and provided ‘there is no interfer- 
ence with war work. 

This change of policy has by no 
means been a blanket approval of 
store remodeling. and improvement, 
even within the limitations specified. 
Each store owner desiring to remodel 
or repair has been required to file 
WPB Form 617, as provided for under 
L-41. These applications are acted 
upon individually and the decision de- 
pends mainly on the ability.of the 
merchant to convince WPB that the 
proposed improvements can be carried 


34 


out within the provisions and limita- 
tions enumerated above. 

Even this limited easing of L-41 re- 
strictions has, however, stimulated in- 
terest in the subject of store planning. 
Speculation on the question of what 
form it should take has been further 
encouraged by studies and surveys 
conducted by a number of store 
equipment firms. In its issue of Oc- 
tober 15, Boot ano Soe Recorper 
published an article entitled “Tomor- 
row’s Shoe Store.” giving the result 


Artistic paneled interior of 
Marshall Field men’s shoe 
department, Chicago, illus 
trates clublike style of treat 
ment adopted in a consid 
erable number of men’s high 
quality shoe stores and de 
partments. Shelves and can 
tons are usually concealed 
with this type of interior, 


of some of these investigations 

showing plans and sketches devel 

by prominent store architects, 

ing their views of what shoe stc 

the future may look like. The pu 

tion of these plans and arehi 

sketches has resulted in discw 

much of which has centered 

the question of concealed stock 

visible stock and shelving in ey, 

war shoe store. ~< 
There is a feeling on the part r 

[TURN TO PAGE 48, PLEASE]™ 
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The Answer May Be "I? Ali Depends", But Meanwhile Dis- 
cussion Aroused by RECORDER Article on “Tomorrow's 
Shoe Store" Reflects Growing Interest in Store Planning, 
Design and Equipment When Restrictions Are Lifted. 


Beautiful new department at 
Jay Thorpe, Inc., New York 
(photo at top of page), il- 
lustrates sclon-type interior. 
with concealed shelving, 
which has been adopted by 
many women’s shoe stores 
and departments, particu- 
larly those that specialize in 
high style footwear. 





Attractive women’s shoe sec- 
tion of Harrison Brothers 
store, in Montclair, N. J. 
demonstrates that visible 
stock arrangement can be 
pleasing as well as practical. 
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See Need of More Non-Leather Shoes 


W. W. Stephenson and Others Stress Increasing Gravity of 


Production and Supply Situation at Middle Atlantic Convention 


—J. H. Geiger, of Richmond, to Head Regional Association. 


CLEARING by a fortnight the Febru- 
ary 1 deadline laid down in Director 
Byrnes’ recent request for voluntary 
banning of conventions and trade 
shows, members of Middle Atlantic 
Shoe Retailers Association staged their 
3lst annual business meeting and shoe 
show at the Hotel Philadelphian, in 
Philadelphia, January 14, 15 and 16, 
It was the biggest gathering in point 
of attendance that the association has 
held in eight years. Retailers appeared 
in great numbers for the Sunday open- 
ing, eager to buy whatever they could 
find in the way of shoes for Spring and 
Summer selling. It was scarcely to be 
expected that they ‘would find all they 
were. looking for, but there was a con- 
siderable amount of buying, much of 
which centered on non-rationed shoes. 


Directors Hold Meeting 

Directors of the association met Sun- 
day afternoon, and heard reports from 
the officers and various committees. The 
remainder of the first day was left free 
for inspection of exhibits,. of whivh 
there were also a record number for 
any Middle Atlantic convention in re- 
cent years. 

Retiring. President Mose Leibowitz, 
of York, Pa., opened the Monday noon- 
day meeting following a luncheon at- 
tended by merchants and manufac- 
turers’ representatives in the ballroom 
of the Philadelphian. He presented 
Rabbi E. Phineas Freidman, of Mid- 
town Chapel, Philadelphia, who gave 
the invocation, after which the names 
of officers elected for 1945 were an- 
nounced, as follows: President, J. H. 
Geiger, Richmond, Va.; first vice-presi- 
dent, Franklin E. Zusi, Irvington, N. J.; 
second vice-president, Stanley C. Ber- 
get, Philadelphia; third vice-president, 
John D. Dunn, Hagerstown, Md.; trea- 
surer, Louis Benheim, Wilmington, 
Del.; secretary, Cal J. Mensch, Pitts- 
burgh. 

Vice-President Berger spoke briefly 
about the association’s Monthly Bul- 
letin and plans he has developed for 
improving it and increasing its circu- 
lation. He was followed by the princi- 
pal speaker, Executive Vice-President 
W. W. Stephenson, of the National 
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J. H, GEIGER 
Richmond, Va., Shoe Merchant Elected 
MASRA President 


Boot and Shoe Manufacturers’ Associa- 
tion, who spoke of the shoe outlook for 
1945, with special reference to the mer- 
chandise situation. 

“If the industry and the public can 
go through 1945 with a minimum of 
hardship,” said Mr. Stephenson, “full 
recognition of the problems ahead and 
careful planning to meet these prob- 
lems will be essential. 


Drop in 1944 Production 

“Last year this country produced ap- 
proximately 100 million fewer pairs of 
leather shoes thar were produced in 
1942, and 50 million fewer than in 
1943. On January 1 of this year, there 
was in inventory approximately 100 
million fewer pairs of shoes than on 
January 1, 1943. This clearly indicates 
that the sale and consumption of leather 
shoes during the past two years has 
been maintained solely as the result 
of living off our fat. At beginning of 
1945 the fat is gone and we have 
reached the point where production 
and sales must be brought into balance. 
During these hectic two years, shoes 
made from substitute materials have 


come into existence and a whole news “w, 


industry has developed. Our produc F 
tion of non-rationed shoes has off 
pairs the loss of production on le 
footwear. If mere pairage figures tl 
the full story there would be little 
worry about. Certain fundamental ¢ 
ferences must be recognized, h 
when non-rationed shoes are aa 
“1. Shoes made from substitute mg 
terials do not replace 
shoes on a pair-for-pair 
“2. Shoes made from substitute 
terials have not been produced § 
uniformly by type and ge 
“3. Their production and dist 
tion have not been spread i 
formly among manufacturets and 
retailers. 
“t. They do not appeal uniformly 
all classes, of trade. 
“Tt is apparent, therefore, that 
non-rationed .shoes have provided 
lifesaver for the industry and the 
lic,.they have not taken the place 


rationed footwear. 


Net Pairage Available 
“On the basis of ten months actual, 
and two months estimated, the 194 
production of civilian leather shoe 
was 265 million pairs. This does not 
mean that that quantity was available 
to retailers and their customers. All of 
the civilian leather shoes that are made 
are not rationed shoes and all of the 
rationed shoes produced are not dit 
tributed through domestic civilian char 
nels. To arrive at the quantity of 
leather shoes available to you and your 
customers in 1945, approxi 
million pairs must be deducted from 
the gross production of 265 millica 
pairs, leaving a net of 240 million pairs 
The exact effect of the revised military 
program is not known. Further 
is not known whether this program Wa 
extend over three months, six - 
or the entire year. The present 
however, is for 30 million fewer 
shoes in 1945 than were pre 
1944. 
“I have already indicated that om 
sumption cannot be supported by 
[Torn To pace 51, 
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Army shoe requirements have taken another upward jump. This latest in- 
crease is in addition to that for combat boots previously announced by the 
Quartermaster General and cover all of the two dozen different kinds of Army 
footwear. There will be an increase in the current rate of procurement of ap- 
proximately 1,000,000 pairs a month. Although this will mean another cut in the 
supply of civilian rationed type shoes it is impossible to determine exactly the 
extent of the cut because it is not known how long this increased rate of pro- 
curement will continue. 

The many types of footwear included in the program require from three 
to four square feet of upper leather, as compared with an average of two square 
feet in each pair of civilian shoes. Therefore, until this program has been 
completed as to the exact number of each type of footwear required it will not 
be possible to ascertain the amount of upper leather that will be needed. 

‘The recent setback in the European war is the underlying reason behind 
these increases. With the war in good shape last Fall Army inventories were re- 
duced. After the counteroffensive in France large quantities of equipment were 
lost; the replacement rate was higher and: with a longer war in prospect it again 
became necessary to increase the depleted inventories and refill the supply 
pipelines. Until this has been accomplished the high rate of procurement will 
remain. 
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After much resistance the Army has agreed to accept a lighter nidso 
than had been previously used. Army shoes have been made with a midsole of 8 
or 9 irons and in many cases even heavier. WPB felt that with a heavy rubber 
outsole a midsole of this weight was not necessary. A lighter midsole would ~~ 
increase the flexibility of the shoes and add to the soldier's comfort. q 

The Army will now accept midsoles of 9 or G6 irons. This will leave 
some of the heavy weight leather for men's rationed shoes. Conversely, the use 
of the lighter midsole by the Army will have an averse effect on soling ma- 
terials for women's shoes. 




















*- + * 


Navy black shoe requirements are. down, compared with 1944, but this @ 
not due to any decline in the Navy's need for shoes. Rather, it is due to thee 
shortage of equipment and material. 

_ Navy shoe receipts for the calendar year 1944 were as follows: black, 
leather, low, 9,015,000 pairs; black, high, general purpose, 1,525,000 pairs; 
field, N-l, 2,214,000 pairs. 

Estimated procurement for this year, according to the Clothing Divi- 
sion of the Bureau of Supplies and Accounts, based on the present monthly pro- 
curement rate is: black, leather, low,. 8,640,000 pairs; black, high, general 
purpose, 1,800,000 pairs; field, N=1,.4,200,000 pairs. 

This procurement is limited by the,available equipment and material 
and is short of present requirements by the following: 2,255,000 pairs of low 
shoes, 260,000 pairs of the high, general purpose type, and 825,000 pairs of the § © 
field shoes. ato t 
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WPB has informed the industry that sufficient quantities of infant's 
and children's shoes must be made, notwithstanding any cuts in the supply of 
adult rationed footwear. 

The plan that is being given most [TURN TO PAGE 51, PLEASE] 
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WAPPY DAYS ARE HERE AGAIN / 





is ‘ 
‘we 6 ‘ NO QUOTAS 
three 
quare | “ IMMEDIATE DELIVERY 
not NON -RATIONED 


pehind | (SIZES 1 TO 4) 





rill 4 No wonder he's smiling, for here's good 
a news for him and the thousands of mer- 
; chants who have been searching for 
shoes to fit his precious feet. Yes, 


ld Edwards Softees, famous for the man- 
® ner in which they let tiny feet develop 
oO properly, made in genuine Nurocco 


leather, all with pliant leather soles, are 
now available in sufficient quantities to 
permit us fo offer them on a no quota 
basis. They're In-Stock Now for Imme- 
diate Delivery. Write or wire today— 


is 


orders will be filled as they are received. 
ro. /HWLE No. 1011 | 
1 SE 
4 THESE SIZES PER CA ORDER TODAY /. 
a ie . 
7 : - CASE LOTS ONLY 
¢ the 1 2 
| i{2{3|3/3 | *1.75 PER PAIR... 
t's ; 2|2 3 


: 
LEASE] 7 EDWARDS & COMPANY 314-322 NORTH TWELFTH ST., PHILADELPHIA 7, PENNA. ‘ 
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GOOD BUSINESS IN 
NEW YORK CONTINUES 


ALTHOUGH the buying spree in 
New York stores has subsided, busi- 
ness in all departments is well above 
normal. Even the men’s departments 
are showing much better figures than 
at any time since rationing started. 
The cry of lack of merchandise con- 
tinues in the children’s departments. 

In the women’s stores and depart- 

ments customers are buying “every- 
thing,” and just about everything is 
being offered, from sturdy types of 
calfskin shoes to very open black 
suede pumps and sandals and unra- 
tioned shoes. Aside from the con- 
tinued big demand for open suede 
shoes, the strongest call is probably 
‘or red shoes. Stores carrying style 
shoes are showing some reds and 
greens, and both are selling, but the 
red outsells the green many times 
over. Although navy blue is now on 
the shelves of a number of stores, 
most merchants consider that the real 
season for navy is some. weeks away. 
Where patent leather is available it is 
selling, but it is still a little early for 
patent, and patent will be limited 
right through the. Spring season. 
Questioned as to white, most retailers 
who have whites in stock are doing 
some business on both the all-white 
and the two-tone versions, but “re- 
sort” business does not register as im- 
portant and some of the purchases of 
white shoes and unrationed _ play 
types are known to be bought by 
women as advance Summer shoes. 
The demand for heels from % to 
24/8 and higher is noted in most 
stores. 

In men’s departments little white 
business is reported. Although a few 
merchants note little difficulty in get- 
ting a sufficient number of whites and 
two-tone shoes, the majority expect to 
do little orsno basiness in these shoes. 
Heavy shoes with good thick soles 
are still very much in demand. 

. * * * 
WHITE SHOES LEAD 
MIAMI SALES 


WHITE. is again. becoming impor. 
tant in the shoe picture in Miami, 
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and shops are reporting as high an 
increase as 20 per cent over sales of a 
month ago. It is noticeable, however, 
that white is not being highlighted in 
any advertising, although one store is 
promoting a wear-with-all classic 
moccasin sandal in wheat or white 
linen with russet calfskin trim at 
$19.95. 

Platforms are in the picture, and 
from the $3.99 no-coupon lines of sev- 
eral chain stores to the smart suede 
pump or sandal shown at Burdine’s at 
$16.95 plus coupon, women are in- 
terested. 

There is no let-up in the showing 
of fancy, much trimmed footwear. 
Nailhead decorations are important, 
particularly on platform sandals, and 
for dress-up there are fluffy rosettes, 
ribbon bows, twists of leather or ex- 
aggerated perforations. ° 

While much red and green is being 
sold, there is still more demand for 
black, and patent leather is a favorite 





A few individual enterprising 


they have been the exception. 














for now and the coming Spring and 
Summer months. Some very smar 
draped patent models with clever bow 
or other ornament are being show 
along Lincoln Road. 

A chain store has introduced 4 
smart non-rationed pump and sandal 
of gabardine with plastic stripe. Be 
cause of the wide color range and the 
fact that there is a matching bag, this 
will, from present indications, be a 
leader for some time. 

Ration-free “fun shoes” are meet 
ing with high favor in the better shoe 
shops both in Miami and in Miami 
Beach. For example, Delman on 
coln Road is offering a complete c 
range in platform wedge types 
$9.95 to please the woman who 
been accustomed to color but does 
patronize the lower priced ch 
Richard’s in Miami has done 
with a ration-free hand-woven me 
this line also has a wide color r 

** « 
BUSINESS SOARS IN 
DETROIT STORES 


SOARING business reported im De 
troit continued up to press & 

Originating in the cancellation) 
food ration stamps, sales conti 
be heavy after the cessation of 



















buying. : 
General business level has 


have found ways to meet the situation 
through non-rationed stocks and by 
obtaining new sources of supply, 


Style trends have taken an unet 
pected swing to black. Formerly, 
women as well as men bought black 
because it was the only thing in theit 
sizes, but in the past month they haw 
been asking for it first in increasing 
numbers. J 

Various retailers report their shelves 
cleaned of blacks, in both men's 
and women’s departments. Dealers 
generally have bought short on black, 
when other colors were available, and 
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stocks consequently have soon been 
exhausted. The earlier trend toward 
black patent for women probably was 
a harbinger of today’s black pref- 
erence. : 

Specialty shoes have been in heavy 
demand in all types. Typically, bowl- 
ing shoes and other special lines are 
being sold to the limit of available 
stocks. 

Local stores have taken to restrict- 
ing sales to one pair per customer, 
while some of the downtown. stores 
are trying to conserve stocks for their 
established customers, and will fre- 
quently be unable to find sizes in 





stock for the casual shopper just out 
to spend ration stamps. 
**. * 


OPEN TYPES FAVORED 
IN CHICAGO 


THE scare buying of the shoe custom- 
ers impelled by the fear of the pos- 
sible revocation of ration stamps, car- 
ried into the second week of January, 
and then suddenly subsided. This 
decrease in business proved a great 
relief to retailers for most were find- 
ing their stocks becoming rapidly de- 
pleted, and none had a very rosy out- 
look for immediate replacements. It 
was, of course, the quality lines 
which were bought up first in ‘the 
stores and shops along State Street. 
More and more frequently, one heard 
the comment, “If I can have only two 
pairs of shoes a year, I’m going to 
buy the best.” “Se the lower-price 
lines were neglected and the better 
lines quickly found their size ranges 
shot to pieces. 

Following upon the heels of the un- 
healthy buying spurt, the local Ad- 
visory Shoe Board sent a letter to all 
shoe retailers asking them to post a 
notice in their departments to the ef- 
fect that the OPA had taken an offi- 
cial stand that no shoe stamps would 
be cancelled. However, by the time 
this could be accomplished the fever 
had subsided, and shoe men at pres- 
ent are keeping their fingers crossed 
hoping that a similar situation does 
not arise again. 

In spite of the fact that Chicago 
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“Hf you're go where It’s June in 

January." said Hess, Baltimore, Md., 

and displayed five shoes for wear in 
warmer climes. 





has been having “sloppy weather” un- 
derfoot, the sale of thin-soled, dressy 
shoes far outdistances the more solid, 
durable types. Since the entire town 
wears either galoshes or stadium 
boots during inclement weather, the 
need for heavy-soled footwear among 
the feminine contingent of the popu- 
lation is not a pressing one. Thus, all 
manner of sling-back pumps and 
open-toe models are among the best 
sellers. Very open, strap-wrapped 
sandals are also favored, I. Miller re- 
cently presenting theirs under the 
slogan: “Less Shoe, More Fashion.” 
In view of the popularity of such 
models, shoe men believe that the 
coming season will see an ‘increasing 
amount of style footwear sold, that 
women are hungry for extreme and 
dashing styles, having had by now 
their fill of the practical utility types. 
* * * 


DRESSY SHOES LEAD 
BALTIMORE SALES 


A TREMENDOUS spurt of shoe buy- 
ing took place in Baltimore during 
the early part of January because of 
the announcement from Washington 
that in 1945 it may not be possible for 
dealers to sell two pairs of shoes a 
year to everyone. Shoe buyers in de- 
partment stores and shoe store mana- 
gers were surprised at the unusually 
large crowds for this time of the 
year. 

There is still a heavy demand for 
high and low heeled dressy shoes. 
While platforms are being promoted, 
particularly at Hess and Schleisner’s, 
reports are that they are very hard to 
get right now. 

Combination white and all-white 
shoes will sell equally well for Sum- 





mer, predicted one shoe man, and 
added, “Brown and white shoes with 
plastic soles sold like ‘hot cakes,’” 
Another shoe man said Summer 
clothes would determine whether or 
not all white or combinations will be 
better. He also added that rationed 
and non-rationed play shoes will be 
tremendous for Summer. 

It is generally felt here that Balkti- 
more women will buy what they can 
get as long as the shoes fit. 

Hess, always advanced with their 
window displays which are varied 
month by month and modeled along 
department store lines in treatment, 
followed their unique Christmas dis. 
play with a layout of white and col- 
ored shoes against a _ sub-tropical 
background, for Wintering in the 
South and for recreational wear. It 
presented an interesting paradox 
when outside the streets were caked 
with hard snow; it was thus doubly 
effective for its unusual quality. 

Here at Hess, name brands in foot- 
wear were pointed up in an advertise- 
ment with the lead, “If you're going 


ees 


fee 
where it’s June in January.” Featured 
were platforms, open toes, low heels 
and wedge sandals in white and 
bright warm weather shades, 





* * @ 
BUYING RUSH ABATES 
IN CINCINNATI 


AFTER 2 brief buying spurt in Cin- 
cinnati stores, caused by rumors that 
shoe ration stamps might be car 
celed, the run on shoe establishments 
simmered down to normal conditions 
at the end of the first weeks in Jam 
ary. 

Despite the rush, customers Con 
tinued to demand quality and fit in 
their selections, most shoe men fe- 
ported. 

Many of the shoe seekers admitted 
that they had lost confidence in OPA’ 
and were prospects for new footgeat, 
even though many had no immediaté 
need for shoes. _ 

The cancellation of food ration 
points, it Was indicated, was respon 
sible for many shoe customers’ et 
deavoring to use their shoe stamps 
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THE shoe buying near-panic which swept the country 
‘arlier in January following the cancellation of food cou- 
4 back-tracked into New England’s shoe factories 
in the month when fill-in orders began to arrive. 
were of two kinds—orders for those types of shoes 
Which had been sold by merchants during the rush and 
‘mn which sizes, consequently, were more or less shot; and 
qequests that earlier shipments be made of shoes ordered 
previously. As the month ended with neither of these 
Wypes of orders having been received by manufacturers 
“with what might be described as shouts of welcome, many 
hants turned for relief to the makers of non-rationed 
which now loom even larger than before as revenue 
producers during the early Spring season, provided fabric 
Bavailable in sufficient quantity. 
A shortage in fabric, as a matter of fact, is pointed to 
ai distinct possibility by Maxwell Field, executive secre- 
faty of the New England Shoe and Leather Association, in 
ty Year’s greeting to the NESLA membership. “Due 
q military needs for cotton and wool items, he says, “the 
supply of shoe fabrics, for the first time, is not expected 
W equal the demand.” 
- Other points made in this highlighting of major prob- 
- iems facing shoe manufacturers during 1945 are: (1) a 
@ill furthey decrease in the amount of leather to be avail- 
for use in civilian shoes, portending a reduction in 
feduction schedules at least during the first qdarter of 
ie year; (2) the increasing seriousness of the manpower 
problem and the consequent necessity of seeing to it that 
Members “receive every protection provided by law from 
focal War Manpower Commission and U. S. Employment 
ice offices; (3) the wisdom of adopting every means 
@ reducing overhead and other costs, since, “unless Con- 
amends the General Maximum Price Regulation, 
manufacturers probably will not be permitted to ad- 
os present prices unless their total operations show a 
”; and (4) the advisability of preparing for the can- 
tlllation of orders and the returning of shoes, particularly 
fon-rationed types, “with the end of the European war, or 
military cut-backs provide adequate supplies of 
‘Rather for civilian shoes” by shipping shoes on time and 
tefusing “commitments which cannot be fulfilled.” 


Chivage 

ass asitta Winks then: bin selbvhdes tba his merchan- 

se have been curtailed these past two years, “he ain't 
nothin’ yet,” say shoe manufacturers, for daily the 
conditions in this industry seem to grow worse. 
new governmental emphasis on re-classification in 
status and with increased need for war plant work- 
+ the manpower shortage in civilian enterprises is hit- 
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ting a new low. In many instances where new hands are 
available for the making of footwear, the prospective 
worker is often turned down by the U.S.E.S. as being more 
important in a war plant. And that man who is perhaps 
“lost” to industry through the draft has become literally 
the irreplaceable man. The inevitable result is, of course, 
decreased production. 

With government approval shoe workers have been re- 
ceiving wage increases from time to time—one plant has 
given four raises within the past year—so that the base 
wage is now on a par with and in some instances better 
than that recently granted in the St. Louis area. Since 
this natufally increases costs, some manufacturers believe 
that selling ceilings must be raised soon. Others say they 
are perfectly willing to absorb these added costs if they 
can get more workers. 

Salesmen are now out on the road with Summer whites. 
These include white suede and crushed kid, as well as 
two-tone spectators fashioned of fabric. In the orders be- 
ing received for Spring footwear, both blue and red are 
prominent with comparatively little interest in green. Col- 
ored shoes are asked for in reptiles and pigskins in prefer- 
ence to calf, which may be a blessing, for good calfskin 
is definitely in the hard-to-get category. Nailhead trims 
are also making a hit with the retailer, for these, too, are 
conspicuous on the orders. Also listed among the scarce 
items are certain cements and, of course, good sole leather. 

The production of children’s shoes is limited for the 
same reason as adults’—shortage of manpower. With a 
reasonable amount of materials on hand, the production 
curve does not rise because the hands are not available to 
turn out the finished goods. Thus manufacturers are mak- 
ing the same allotments to their customers for the coming 
quarter as they did in the Fall of 1944 instead of being 
able to enlarge them as had been hoped. Even with a 
promised additional 10 per cent allotment from the tan- 
ners, manufacturers are not optimistic about the likeli- 
hood of producing more pairs. 


Hew Gok 


REPORTS from manufacturers in this area do not show 
much variety from week to week and month to month. 
Most important and most encouraging, from the point of 
view. of pairage, is that the factories continue busy, and 
shoes are turned out in spite of the generally prevalent 
difficulty in getting adequate manpower and supplies of 
materials. Among the latter, suede, patent leather and kid 
linings are reported to be very scarce. White leather also 
is very limited in quantity. 

In spite of shortages in white leathers of all kinds, New 
York manufacturers have been making white shoes for 
Winter resort wear and plan to include them also in their 
deliveries of Summer shoes. Many of these factories are 
making only all-white shoes, usually of suede. Since their 

[TURN TO PACE 69, PLEASE] 
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Current Changes Affecting the Shoe Trade 


M-217 Amended to Aid 
Infants’ Shoe Production 


WASHINGTON, D. C.—The War Pro- 
duction Board on Jan. 16 announced an 
amendment to Conservation Order 
M-217 that is designed to bring about 
increased production of critically 
needed rationed-type infants’ shoes in 
sizes 4% to 8 and a reduction in sizes 
0 to 4, which are generally worn by in- 
fants too young to walk. 

The amendment allows manufactur- 
ers of infants’ footwear to produce 125 
per cent of their entire quotas in any 
established line or lines of this type of 
footwear. It removes infants’ sizes 0 to 
4, which are non-rationed, from the 
low-priced exemption on which there is 
no quota control so that new produc- 
tion of these sizes will not interfere 
with the output of more needed foot- 
wear. It also excludes manufacturers 
of sizes 0 to 4 from those entitled: to 
use upper leather set aside under the 
leather direction and chrome tanned 
soles over four irons in weight. 

Another change in production re- 
strictions allows manufacturers to ad- 
just their price line production where 
necessary to manufacture footwear 
with non-marking synthetic rubber 
soles and heels in accordance with the 
general increase in price recently 
granted by OPA. 

Footwear made wholly without 
leather previously was exempted from 
the color and design restrictions in 
paragraph (c) of Order M-217. This 
exemption now includes shoes utilizing 
leather toplifts, but otherwise contain- 
ing no leather. 

Other minor changes have been made 
to clarify the order and assist in its en- 
forcement. Sales of footwear to differ- 
ent types of purchasers no longer may 
be deemed one line if the variation be- 
tween prices to the various purchasers 
is more thamn'15 per cent. The definition 
of tivilian-line* quota has been changed 
so that the pairage as reported to WPB 
is used as the basis for the quota. 


Cut Leather Allotment 


To Shoe Repair Trade 


WASHINGTON, D. C.—The percentage 
of manufacturers’ bends to be set aside 
for the shoe repair trade, beginning 
January,.1945, has been decreased from : 
15 per cent to 10 per cent, the Textile, 
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Clothing and Leather Bureau of WPB 
reported Jan. 16. 

The action was taken by the issuance 
of an amendment to Direction 1 to Gen- 
eral Conservation Order M-310 (Hides, 
Skins and Leather). 

Manufacturers’ bends are cut, proc- 
essed leather commonly used for soles 
in the manufacture of new shoes. They 
are of higher density than “finders’ 
bends,” usually used in repair work. 

Approximately 260,000 manufactur- 
ers’ bends and 196,000 finders’ bends 
will be allotted to the shoe repair trade 
during January, 1945, WPB said. 


Army Service Shoes 
Now Sprayed with Dubbing 


WASHINGTON, D. C.—Beginning in 
January, 1945, the Quartermaster 
Corps has arranged with shoe manu- 
facturers to have all Army service 
shoes and combat boots, for both men 
and women, sprayed with dubbing dur- 
ing the process of manufacture. 

Dubbing will be sprayed in liquid 
form over the entire outer surface of 
the service shoe, but, in the case of the 
combat boot, it will be sprayed on the 
lower part only, and not om the 5-in. 
cuff. 


Discuss New Ways 
Of Cutting Soles 


WASHINGTON, D. C.—Changes in @ 
method of cutting sole leather to yi 
the maximum output of outer 
nersoles to meet increased mnilitaay 
quirements for footwear with a 
mum effect on the civilian shoe ece 
were discussed at a recent joint m 
of the Sole and Belting Leather 
ners and Manufacturing Cutters I 
try Advisory Committe of WPB., 


Increased military requirem 
make it necessary to use a lighter 
weight middlesole than is now being 
used for service men’s shoes, Govern 
ment officials said. Inasmuch as mil- 
tary specifications now require 4 
heavyweight full outersole of rubber 
and a substantial leather innersole, the 
use of a lighter weight middlesole will 
not only result in a substantial over-all 
saving of leather, but will actually add 
comfort to the service shoe. 


Inasmuch as military and civilian 
soles are cut from the same hide, th 
use of the lighter weights by the Army 
will result in the heavier weights being 
available for civilian use. The saving 
in footwear mileage that will result 
from the use of heavier outersoles @ 
civilian shoes will enable* the industry 
to meet the Army’s requirements @ 
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HAROLD CONNETT 
Former Chief of the Leather and Shoe Division, Textile, Clothing 


and Leather Bureau of War Production Board, whe 
in October, 1944, has now returned to full-time duty os 


that 


retired from 


sistant Director, Textile Clothing and Leather Branch. 
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some shoe men that architects who plan 
shoe stores are inclined to favor the 
concealed stock interior because it 
lends itself to artistic decorative effects 
and that practical merchandising and 
selling considerations, which might 
weigh heavily in favor of the visible 
Stock store, are frequently overlooked. 
The concealed stock idea has probably 
attained its greatest acceptance among 
the so-called salon type stores selling 
women’s fashionable shoes, but it has 
also been favored in the case of a good 
many men’s stores where a “clublike” 
atmosphere has been the architectural 
objective, and by many smal] stores, 
where it was desired to hold cost of 
equipment to a few chairs and fitting 
stools and achieve a cozy attractive in- 
terior at a minimum expenditure for 
shelving and equipment. 

While some stores are being remod- 
eled noW and more will be improved 
through 1945 if materials and man- 
power are available, it is the belief of 
most shoé merchants that the next big 
movement in the direction of store 
modernization will be launched after 
V-E Day, when it is anticipated both 
labor and building materials will be 
available in greater quantities. So the 
question that interests retailers now is 
what kind of stor they should plan for 
the time when they can carry out their 
ideas, and basic considerations are: 
Should it have visible or concealed 
stock? Should it follow the traditional 
lines developed out of experience and 
the desire to facilitate the job of sell- 
ing, or should it strive for the artistic 
atmosphere which characterizes many 
of the more elaborate shoe salons? 

On this question, some very interest- 
ing viewpoints have been contributed 
by J. C. Johnson, Jr., of the Nunn-Bush 
Shoe Company, a firm that has had a 
great deal of experience in connection 
with the designing and operation of 
men’s shoe stores. Mr. Johnson writes 
the REecorDER as follows: 

“When a prospective customer re- 
sponds to the appeal of the window dis- 
plays and is attracted into the store, 
the store management desires to turn 
that prospect into a customer. The lo- 
cation of the stock, the arrangement of 
the store, the displays and decorations 
all supposedly are designed to expedite 
that desire. It is up to the salesman, 
however, to do the actual selling. The 
salesman must serve his prospect as 
promptly and efficiently as possible. 
Once a prospective customer’s desires 
and needs are determined, the salesman 
should ‘secure as promptly as he can 
the shoe which he thinks will best serve. 
And it is a fundamental aspect of 
salesmanship as much as possible to re- 
main in the presence of, or at least in 
the sight of, the customer during the 
entire sales transaction. 


Should Shoe Stores Hide Their Stocks 


[CONTINUED FROM PAGE 34] 


“Let use see wherein a concealed 
stock arrangement affects these ef- 
forts: 

“The wall space of the sales room 
can be devoted to displays, generally 
in illuminated cases. These, however, 
occupy but a small percentage of the 
total wall space. Solely to avoid a bare 
appearance are decorative features, 
panels, etc., added—they contribute 
little to the actual selling. 

“As soon as the customer’s needs 





are determined the salesman must 
‘disappear.’ He must remain out of 
sight until he can return with the de- 
sired shoe. During the time the cus- 
tomer does not know what the sales- 
man is doing and can only assume he is 
being given attention. It is the excep- 
tional salesman who is not tempted to 
‘visit’ with his fellows and otherwise 
lose valuable time when in a_ stock 
room out of sight of his custemer and 
the management. The customer’s psy- 
chological impression of the store’s 
stock of shoes is blank. 

“A concealed stock does avoid what 
might be a heterogenous appearance of 
cartons from various manufacturers. It 
avoids the untidy appearance of dis- 
turbed cartons and empty spaces accu- 
mulated during a busy day. 

“Let us consider the exposed stock 
in the selling scheme: 

“The stock is handy and easily 
reached. In three out of four sales the 
salesman is constantly in sight of his 
customer. Only when it is necessary to 
go to the reserve stock room does the 
salesman leave the floor. Less time is 
lost by ‘visiting.’ The salesman is able 
to keep an eye on his customer while 
looking through his stock. The psy- 
chology of the sight of many, many 
cartons gives the customer an impres- 
sion of an ample stock from which to 
choose. If desired, a unified appear- 
ance can be obtained by using the 


store’s own carton labels. Deco 

can be introduced above and occasj 
display cases between the shelving 
tions. (We know of one very p 
nent and successful retailer who i 

upon the ‘busy’ impression of 

turbed cartons!) 

“We believe it has been found thy 
the most successful displays—whid 
effect the most sales—are table dy 
plays of single shoes, findings, 
which can be handled and closely 
spected. 

“In other fields of merchandising ® 
find in the designs and layouts of sale 
rooms for modern stores the exposy 
stock or ‘open stock’ theory is applic 
in the great majority of cases. Certah 
highly successful merchandising open- 
tions—many of whose ideas have bem 
adopted by merchants handling cloth 
ing and accessories which have rek- 


tion to shoes—seem greatly to favor - 


this principle with the idea of making 
the merchandise most accessible to th 
customer, both for self-service and self- 
inspection as well as via salesman. 

“While it seems the intent of th 
architects of these designs to hide th 
principal merchandise which a she 
store is designed to sell—with the e& 
ception of ‘Don’t touch’ displays—it i 
interesting to note that they have e 
posed other equally utilitarian feature 
of these store designs, namely the ho 
siery and accessory stock, the wrap 
ping desk and the cashier’s counter. 

“Among shoe merchants we have aé- 
herents of both theories. The propor- 
tion of stores using exposed stock 
seems greatest among family she 
stores and men’s shoe stores and d& 
partments, with a slightly smaller m- 
jority among women’s shoe stores ani 
departments. The concealed stock 
theory seems to find its largest grou 
of followers among the ‘salon’ shops 
and departments. 

“We are wondering if the architects 
have based their designs on pur 
theory affected by their own taste or if 
it is the result of practical merchandis 
ing experience on a fitting stool.” 





Shoe Stores Show 
Fourth Highest Increase 


BLOOMINGTON, IND.—The independent 
shoe stores in Indiana ranked fo 
highest of all. kinds of retail business 
in Indiana in the increase on Novem 
ber, 1944, of their retail sales ov 
those in November, 1943, with a 19 
cent increase, according to India 
University’s publication, Indiana Bus 
ness Review. Farm-implement dealers 
furniture stores and lumber-and 
ing-materials dealers ranked ahead af 
the shoe stores with respective @ 
creases of 27 per cent, 22 per cent am 
20 per cent. 
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Discuss New Ways 
Of Cutting Soles 


[CONTINUED FROM PAGE 46] 


full with a minimum effect on civilian 
shoes, WPB said. 

In a discussion of the supply situa- 
tion, the committee was informed that 
as far as can be foreseen hide supplies 
will be sufficient to continue tanning at 
the present rate, with the domestic kill 
continuing about the same as for De- 
cember, 1944, and foreign arrivals 
slightly increased. About 22,000,000 
hides were tanned by the entire indus- 
try in 1944. 

Tanning materials, a bottleneck of 
the industry, continue tight as a result 
of increased manpower difficulties in 
getting supplies to producers, particu- 
larly chestnut wood, to producers of 
chestnut tanning extract, industry 
members said. 


Sheep and Cabretta Ceilings 


WASHINGTON, D. C.—Dollar-and-cent 
price ceilings to govern the domestic 
sales of Brazilian cabrettas and other 
imported hair sheep skins, and prices 
that may be paid abroad for these skins 
by United States importers, were dis- 
cussed at a recent meeting in Washing- 
ton of the Cabretta Industry Advisory 
Committee and officials of the Office of 
Price Administration. 








Washington Newsreel 
[CONTINUED FROM PAGE 38] 


consideration here is similar to that 
established for infants’ and children’s 
garments under Order M-328-b. This 
order sets aside quotas at the mills and 
issues priorities, for the production of 
essential garments, against these 
quotas. Manufacturers then subscribe 
to individual quotas and are issued 
priorities for materials, thus assuring 
the success of the program. 

In its application to infants’ and 
children’s shoes, such a program would 
probably come under Order M-217. 
Thus far, no opposition has been en- 
countered in regard to the allocation of 
fabrics for linings and uppers of non- 
rationed shoes. Some members of the 
industry object to channeling addi- 
tional leather away from other ra- 
tioned footwear and this opposition 
may delay the issuance of the order. 

; There has also been some talk of ra- 
tioning all children’s shoes from size 2 
and up, and in this connection a special 
stamp would be issued for children’s 


There is an impending shortage of 
Stowing girls’ shoes largely due to the 


‘oncentration of production on chil- 


dren’s shoes, thereby necessitating a 
cut in the output of the growing girls’ 
size range. The fact that some women 

wear these sizes further compli- 


cates the situation. 
February |, 1945 






See Need of More Non-Leather Shoes 


{CONTINUED FROM PAGE 36] 





W. W. STEPHENSON 


Vice-President of National 
Shoe Manufacturers Association 
and Chief Specker at Middle 
Atiantic Meeting 


further inventory reduction. We can 
assume, therefore, that sales of civilian 
leather shoes in 1945 cannot exceed 210 
million pairs. Last year we produced 
approximately 85 million pairs of non- 
leather outdoor shoes and all these pre- 
sumably were distributed through do- 
mestic civilian channels. Adding this 
figure to the leather shoes sold to 
civilians in this country, gives us a 
total of 325 million pairs of civilian 
outdoor footwear of all types. 

“Recognizing that 1944 production 
was inadequate to the extent of at least 
50 million pairs and anticipating a 30 
million pair reduction in 1945 on leather 
shoes, it becomes apparent that there 
will be a need for at least 160 million 
pairs of non-leather shoes in 1945. It 
also will be important for this produc- 
tion to be distributed more equitably by 
genders and by types of outlets. In 
view of the supply situation on fabrics 
and soling materials, the industry can- 
not produce 160 million pairs of non- 
leather shoes unless their essentiality 
is recognized by the various supply di- 
visions of the War Production Board 
and by War Manpower Commission.” 
(At recent meetings of the shoe indus- 
try advisory committees with WPB 
officials in Washington, the latter ad- 
vised that manufacturers devote a 
larger proportion of their production 
to non-rationed types of shoes.) 

“To enable a combined rationed and 
non-rationed shoe program to be met 
that will supply minimum consumer re 
quirements, the shoe industry and the 
government must take certain definite 


steps: 


“1. The industry must assume a real- 
istic attitude and while avoiding 
pessimism and panic it must lay 
plans for making and distribut- 
ing fewer leather shoes and more 
shoes from substitute materials. 
The industry must use its in- 
genuity to produce better shoes 
from substitute materials, and 
this production must be equitably 
distributed over all types and 
genders. 

The War Production Board and 
the War Manpower Commission 
must recognize the essentiality 
of shoes whether made from 
leather or fabric, and steps must 
be taken to enable the industry to 
produce an adequate quantity of 
footwear from whatever mate- 
rials are available. 

The Office of Price Administra- 
tion and the industry must co- 
operate to insure preservation of 
a sound financial structure on 
the one hand and the prevention 
of inflation in shoe prices on the 
other.” 

“There probably is no subject which 
comes up for more repeated discussion 
than the matter of increased costs in 
relation to OPA price ceilings. The 
number of shoe manufacturers who 
have been caught ‘in this price squeeze 
is increasing daily. , 


Favors Relief for Retailers 


“IT would like to make it clear that I 
have never talked with a manufacturer 
who was not in favor of relief being 
given to retailers proportionate’ with 
any relief granted manufacturers. I 
can state with assurance that there is 
no desire on the part of the manufac- 
turers to obtain price relief at the ex- 
pense of wholesalers and retailers.” 

In the concluding portion of his ad- 
dress Mr. Stephenson spoke briefly of 
postwar possibilities. 

“Consumers are more shoe conscious 
than they have ever been in our his- 
tory,” he said, “and with proper pro- 
motion this consciousness can be pre- 
served and increased in the postwar 
period. There will be need for close 
relationship between manufacturers 
and retailers and a recognition of their 
mutual interests. 

“The opportunity to sell more pairs 
will come through the promotion of 
shoes for occasions and through the 
adaptation of footwear to costume. 
Whether or not leather is available, 
the public will need footwear. The 
manufacturers and retailers who are 
in close touch with the needs and de- 
mands of the consumers will enjoy 
postwar prosperity in relation to the 
aggressiveness and efficiency of their 
promotion and selling efforts.” 
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A "> A. WAYS TO INCREASE. 
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co at the wood heel attaching operati 


a Sar S : Machine tools, skilled machinists and a high grade of tool 
A . ' steel are needed to make the drills used in wood heel 
attaching. Every carelessly broken drill puts an added dew 
mand on materials and facilities that are essential to im- 

portant war production. Get the most out of every drill, x 


\ 


“ay = 
_| Don't Force the Drill. Let the drill cut its own way into 
heel. The operator should merely guide. 


_Reméve the Drill Carefully. Don’t bend the drill out of 
. line. Many‘drills are broken when the operator starts to 
FREE move-the shaft away before the drill point is clear of the 
J DRILL Pat 


GRINDING SERVICE 


Drills still long enough to 
be used should be sent to 
the nearest WGC Branch 
Office. There they will be 
resharpened without cost. 


Don’t Use a Dull Drill. There ‘is a temptation to force a 
dull tool. When cutting becomes more difficult or slug- 


gish, put in a sharp drill. 


Have Shanks Correctly Positioned. Extreme care should 
be used when steel shanks are attached, to see that the 
heel end slot of the shank is accurately placed so as to 
allow clearance for the drill. ‘ 


ee 


~=>. _ 


TAKE GOOD CARE OF WHAT YOU HAVE 


A 
ae 


These suggestions are pub- 
lished to help users conserve 
wood heel attaching drills. 
Maximum production from 
every tool and part is essen- 
tial in these critical times. 
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seross the board.. rationed and ration- 


M6 types available under all brands. 
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152 DUANE STREET « NEW YORK 13, N.Y. 


























¥ WHOLESALE DISTRIBUTORS OF WOMEN’S FASHION SHOES 
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Let YOUR STYLE 
CONSCIOUSNESS 
BE YOUR J 


Here are a few of dozens of patterns featuring Cordine, 
one of many TAYLOR-MAID TRIMMING BRAIDS, as 
a dominant style motif. Cordine can be applied in as many 
ways as there are style ideas — and the sales appeal of 
every shoe thus trimmed is materially increased. The 
Cordine in the shoes shown here is produced in white, 
gold, brown, red, and black. It can be furnished custom- 
dyed in any color — in various sizes — and in a variety 
of materials including cotton, silk, nylon, rayon, cello- 
phane, metal and plastics for postwar use. At present we 
offer a more limited line. TAYLOR-MAID Cordine Braid 
beautifies, stylizes, and merchandises sandal patterns. 


For further information, write 


THOMAS TAYLOR & SONS, INC. 


HUDSON, MASSACHUSETTS 
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As the Twig is Bent... 


Most foot trouble, according to the American Acad- 
emy of Orthopedic Surgeons, has its beginning in 
infancy and early childhood .. . is largely caused bv 
outgrown shoes and shoes fitted too large. 


To provide as many Ameri asp 

with one pair of a size when a size change is needed, 
and to simplify dealers stocks for accurate fitting, 
Baby Deer Shoes and Trimfoot Pre-School Shoes 
with fit retaining “Cuddle-Back” heel construction 
are confined to a “one best” type for each stage of 
foot development from birth to age five. 


«+80 that tomorrow’s citizens can enjoy the blessing 








of sound, healthy feet. 


TRIMFOOT COMPANY « FARMINGTON, MO. 


BABY DEER SHOES AND 


TRIMFOOT PRE- 





ot OF) = CO] ©) Bite) « LO) bm 


SS oo 





Fitting Comes First 
[CONTINUED FROM PAGE 31] 


human error. This is just another il- 
lustration of the importance attached to 
fittings here. 

Fittings are made “in anticipation of 
change” in the young foot. In’the case 
of an infant this may be marked, say, in 
a period of three or four weeks. In no 
instance will a pair of shoes be sold to 
parent or relative, who comes to the de- 
partment without the child, even if the 
possibilities are fairly certain that the 
person may know what size the child 
should have in view of the last fitting. 


Inasmuch as the development in the 
foot may have changed—and the child 
is not present for measurement as a 
check against error—there is always 
the possibility that the shoes thus sold 
may not fit. Not only will the fault 
cause the customer displeasure but it 
will work injustice in war-time. The 
department knows that such a sale is 
unfair as it will deprive another child 
of a pair of shoes. For at best it is 
difficult now to get shoes for children 
and the situation promises to be worse. 

Another phase of fitting in this de- 
partment is corrective measures. If 
the foot is abnormal with respect to 








toeing in or toeing out, wedges can 
inserted to safeguard against this tep. 
dency. For more serious troubles, th 
shoe is sent out for repairs. If th 
foot shows marked abnormality, hoy. 
ever, the mother is sent to her docty 
or pediatrician for a prescription. Q, 
her return with the same, there igs , 
safe basis for decision on procurement 
of a proper shoe. 

Of course, the fittings of this depart. 
ment rest on the cornerstone of quality 
merchandise. The shoes fall into thre 
categories: shoes for infants, standing 
shoes, and Stepping shoes. The 
from 8% to 18 months will be fitted 
with a shoe having an exceedingly light 
and flexible sole. The toddler, however, 
will be given a shoe, which, while light, 
will have a firmer sole. After infancy 
the child will be fitted with the step. 
ping shoe, which naturally comes ip 
more varied styles. Since Macy’s de 
partment in Parkchester is growing wp, 
so to speak, with the children of the 
town, there will be an opportunity for 
observing what the feet of growing 
boys and girls will be like after careful 
follow-up in fittings from infancy. 


Institutional Advertising Used 


Merchandise advertised by Macy's, 
New York, and carried at Parkches- 
ter, is always indicated as being avail- 
able at. Parkchester but, insofar as 
local advertising goes it is largely of 
an institutional character and appears 
in the Parkchester Press Review to an- 
nounce specia] events or store hours. 
The children’s shoes occasionally are 
displayed in windows. , Inasmuch » 
the store is located in.the major shop 
ping district and has a ‘frontage com- 
prising 700 feet ‘on each of two streets, 
there is ample opportunity for showing 
children’s footwear. Recently the de 
partment staged a blizzard scene, dra 
matizing shoes for various ages as well 
as protective shoes. ‘ 

The buying, of course, is, done from 
the parent store in the city. The sale 
manager at Parkchester has the tf 
sponsibility of procuring the merchat- 
dise, while the assistant sales manager 
has the responsibility for operation 
and personnel. The general manage 
of Macy’s Parkchester store, Morris 
Donlon, seems singularly adapted as am 
interpreter of a policy suitable for the 
community. He understands human 
nature and knows environment. 

The news about this department has 
spread far beyond Parkchester, how 
ever. People bring children by aut 
mobile, bus and subway from distant 
places. A good many find their way® 
this department for children’s shoes 
way of the Whitestone Bridge, conneth 
ing Long Island with the Bronx. 

It all goes to show that custom® 
service, carefully and conscienti 
performed, does win friends, and the 
tell their friends. So it helps, not onl 
to hold customers and bring them 
repeatedly, but to win new custemet 
as well. 
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Coctan (ZG 


is the leather that sells your shoes 


as two-tones stage a comeback 





Macy’s de Jr a As restrictions on two-tone shoes are lifted, Cretan 
i e Calf goes back to leading a double life. _ 
rtunity for a 4 The smooth, dressy finish and the warm, attractive colors 
f growing Tig’ ; of this well-known vegetable tannage make it a, popular 
= oe , aa Pf st choice for this type of shoe — as for many others, 

se agit Of course, the patron-pleasing merits of Cretan Calf go 
ie Used sf ai deeper than looks. There is also the luxurious, lasting 

‘ softness — shared by all the Gallun vegetable tannages — 

a : which means healthful comfort. ; 
eing avail- : In two-tones and other shoes for the customers you 
insofar as ; are most anxious to please, rely on the Gallun 
= of numbers. Order from leading manufacturers. 
Rage A, F, Gallun & Sons Corporation, 
ie’ tne Milwaukee, Wisconsin 
onally are 
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lajor shop- 
wo streets, 
or showing 
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Here are 


EXTRA Sales 


that belong to 


Metatarsal Insoles 
insure happy feet 


styles—all sizes—narrow and wide. 

Attractive profit. 

WRITE for complete details 
on this and many 

other quality Scott foot appliances. 


(Mactrated! Style We. 5, 
per doz. pairs. Order 


SCOTT 


Foot Appliance 
Company 
Omaha 8, Nebr. 








Odd Lot Shoe Sale 
To Start February 19 


WASHINGTON—OPA has announced 
an odd lot shoe sale with a two weeks’ 
retail selling period, February 19 
through March 3. A three weeks’ 
period, February 5 through February 
24, is allowed for trade transfers. 
Dealers are limited to 3 per cent of 
men’s dress and work shoes (Class 1) 
and 5 per cent of women’s shoes (Class 
2). There is no restriction, however, 
on the number of pairs a dealer may 
sell ration-free out of stock bought 
ration-free from another dealer under 
the odd lot provisions. 

Although both OPA and OCR deny 
that the overall low price release 
planned for early December has been 
killed because of the increased mili- 
tary footwear program, in view of the 
scope of the new odd lot release it 
would appear that this action is being 
substituted for the more inclusive re- 
lease that had been under considera- 
tion. 

Price limitations apply at all trade 
levels. On sales between independent 
dealers, prices must be 25 per cent 
below lowest selling price to a dealer 
on date closest to Feb. 1; on re-selling 
odd lot shoes bought ration-free to an- 
other independent dealer, price may 
not be more than 10 per cent above 
price paid. On transfers between chain 
dealers, final ration-free price at retail 
may not be more than 33 1/3 per cent 
above lowest price paid by the chain. 

Retailers must sell their own stock 
at least 25 per cent below the regular 
price for the shoes on Feb. 1. For odd 
lot shoes bought from another dealer, 
the retailer may not charge more than 
83 1/3 per cent more than he paid. 

After selling shoes, the retailer must 
mark one shoe of each pair “Release 
No. 88.” If retailers advertise, the 
shoes are to be referred to as “OPA 
odd lot release. MRaticn-free from 
February 19 to March 3, inclusive.” 

All dealers are to attach to their 
OPA inventory form a record of the 
number of odd lot pairs sold ration- 
free, and the number of pairs bought 
ration-free from other dealers. No 
grants of ration currency will be issued 
to replace the odd lot shoes sold ration- 
free. 


NESLA Cancels 
Proposed Banquet 


Boston, Mass.—Because of restric- 
tions on travel and food, and in com- 
pliance with Washington’s recent re- 
quest, the New England Shoe and 
Leather Association cancelled previ- 
ously made plans to have its annual 
banquet in connection with its annual 
meeting and held the latter on January 
24 at the Hotel Statler following a 
luncheon meeting. 





Keep Your Customers: 





‘ping ne 


When you add an insole, heel pad, 


lining, of wines Rubber, the customer 


literally “walks on air”. The ti 


ny air 


cells ya, make up four-fifths of the vol- 
ume of this material give “old shoe 
comfort” from ‘the very first wearing. 


Hit of the Industry 


California Play-Type. Shoes with « 
Sponge Rubber platform or insole per- 


fectly bonded with fabric or fib 





re are 


the hit of the industry because they have 
style, comfort! Some manufacturers 
have placed orders on a six months 


to meet heavy demands. 


As a result we are expanding our 
facilities for producing Sponge Rubber 


to other materials — but w 
you to order now. Inquire also 


e urge 
about 


molded, non-toxic stainless inserts, 
standard and custom made, and Regular 


Sheet —— Rubber for insoles, lini 
heel pads, king. Write or wire foe 


prices and samples now. 


Rubber 


Products 
Company 


111 Derby Place 
Shelton, Connecticut 


Plants in Derby and Shelton, Conn. 
Sales Offices: New York, Chicago, Detroit 


and Washington 


— 
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Like a fine custom-made suit or shoe, Bool and Shoe 
Recorder is carefully fashioned to meet the special 
needs of the field it serves. And since our circula- 
tion is hitting a new high, and climbing steadily 
higher, maintenance of this ever-widening service 
requires certain wartime — “custom fitting.” 

One important wartime fitting job has been 
the selection of paper to best meet the needs of 
advertisers and readers within the requirements 
of necessary Government limitation orders. The 
choice lay between heavier, “slicker” paper 
with static circulation and thinner paper with 
ability to serve a larger audience by the type of 
editorial and advertising content our readers 
demand. We chose the latter. 

Or perhaps we should say the real choice was 
made by our readers — the thousands of shoe 
trade leaders, merchandisers and department 
stores who as never before depend upon the 
Recorder for news, interpretation and guidance 
and who depend upon Recorder advertisers for 


How Custom Fitting ‘serves 
Readers and Advertisers alike 






informative messages about merchandise, style, 
materials, accessories, merchandising plans and 
sales ideas. 

This “custom fitting” of paper provides extra 
service to a maximum number of influential 
readers, plus the greater all ‘round value that 
goes with wider market coverage. As a result, 
your own consistent advertising in the Recorder 
will be still more widely read — remembered 
and acted upon. 


? BOOT and SHOE 


NATIONAL VOICE OF THE TRADE 


A Chilton Q Publication 


100 EAST 42d ST., NEW YORK 17, N.Y. 









KEEP Sraehes CLEAN 













USE Brashed CORRECTLY 






















Clean brushes last longer and do Weeks or even months of wear THIS 
better work. Hold a wet sponge can be added or taken from the 
to the: face of the revolving life of a power brush depending will 
brush until dry and hardened on the treatment it receives. The ber 
sediment or stain is softened best and most economical gum- Ine., 
and removed. Brushes washed ming and staining is accom- a 
while spinning on the shaft plished with the tip end of the — 
throw out the water and keep bristle or hair. “Burying” the the 
it from entering the construc- shoe in the brush turns brush won 
tion at the hub where it could material at a sharp angle, weak- ing 
cause warping or swelling: ens it and causes it to wear out adve 
Power brushes: should be clean- faster. Too much pressure can Tho 
ed at least twice a day. also mat down the hair or bris- reta 
tles causing them to Cut against Oo. 
each other. man 
as ¢ 
USE ALL OF THE Brack a 
pub 
Co, 
Another way to get maximum vert 
service from a power brush is to Co, 


move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
vals also aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 





Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 


TAKE GOOD CARE OF WHAT YOU HAVE 
WHY CONSERVE? oe ih 


Demands on the time, row 


stocks ond energy needed 
to reploce wastefully used 
materials, detracts from the 
focilities needed to further 
the War Effort. 
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Schutz Joins Buffalo 
Ad Agency 


BurraALo, N. Y. — R. J. (Chris) 
Schutz, for the past ten years adver- 
tising manager of the Kleinhans Co., 


MEN OF MERIT 


Mr. E. $. CAMPBELL, Manager 
HEALTH SPOT SHOE SHOP 
1000 McGee Street 
Kansas City, Missouri 


Mr. Campbell is successful because 
rb vision 1 see Ag oo’ 
erful opportunity that ea 
Spot Shoe Shop plan offered him, 
and he has made the most of his 
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R. J. SCHUTZ 


will become vice-president and a mem- 
ber of the firm of Baldwin & Strachan, 
Ine,, advertising agency, here, on March 
ls: With a background of experience 
covering the merchandising methods of 
more than 50 national advertisers in 
the men’s wear field, Mr. Schutz has 
won a prominent position in advertis- 
ing circles. He began his career as an 
advertising writer with the J. Walter 
Thompson Co. of Chicago. He gained 
retail experience with the Rike-Kumler 
Oo. of Dayton, Ohio, as advertising 
manager of their men’s store and later 
as advertising manager for the entire 
store. _In 1931 he came to Buffalo as 
publicity director of the Wm. Hengerer 
Co, Three years later he became ad- 
eed manager of The Kleinhans 


In joining Baldwin & Strachan, Inc., 
Mr. Schutz adds an entirely new scope 
of point-of-sale experience to the agen- 
cy’s background in automotive, indus- 
trial, banking and consumer goods ad- 
vertising. 

Well known in civie activities, Mr. 
Schutz is a member of the executive 
board of the Buffalo City Planning As- 
sociation and served as vice-chairman 
of the 1948 United War & Community 
Pund. He formerly was a board mem- 
ber of the Buffalo Y.M.C.A. He has 
been a member of the publicity com- 
mittees for various War Loan cam- 
paigns, the March of Dimes and the 
Buffalo War Council. He is publicity 

an of the Buffalo Retail Mer- 
mants Association. 








lagen Heads 
. Travelers 
PTROIT, MicH.—S. S. Weiss, repre- 
e of the Cambridge Rubber 
y, was re-elected by acclama- 


‘for a third term as president of 
Michigan Shoe Travelers’ Club for 


February 1, 1945 
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opportunity. 
Men who operate Health Spot Shoe Shops hove a real incentive 
to make the most of their ability because they receive a very 
liberal share of the profits they help to create, The Health Spot 
Shoe Shop operator puts all of his into building up a 
profitable business because he knows that , 

- Under this profit-sharing plan, there is no limit to what 
Spot Shoe Shop operator can earn—it depends on his 


MEN WANTED 


Opportunities are always open for men of merit. Send for application biank 
today if this profit-sharing plan appeals to you. 


1240 W. LAWRENCE AVENUE + CHICAGO 40, ILLINOIS 





HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 









is income grows ac- 





1945, the first third-term president in 
the history of the organization. 

Other newly-elected officers were: 
vice-president, George H. Lawson, 
Phyllis Shoe Company; secretary, Sam 
Kane, Bates Shoe Company; treasurer, 
E. W. Jensen, Nu-Way Shoe Company. 
Directors elected for three-year terms: 
George Jacques of William S. Mayo 
Rubber Company, H. A. Broadwell of 
Pilling Shoe Company, and Curtis 
Johns of Groves Shoe Company. 

Installation of new officers is slated 
to take place on Tuesday, February 6. 





To Continue Monthly 
Shoe Days 


Detroit, MicH.—Michigan’s shoe in- 
dustry will carry on with its monthly 
shoe days at the Hotel Statler after 
thorough consideration of the wartime 
ban on conventions. It is the view of 
the Michigan Shoe Travelers’ Club, 
sponsoring organization, according to 
S. S. Weiss, president, that the shoe 
days serve as a local gathering, and in 
no sense may be termed a convention; 
they are, rather, a local necessity for 
business men in buying their mer+ 
chandise. 

Shoe days for February are sched- 
uled for Feb. 4, 5 and 6, with the an- 
nual installation of officers of the club 
slated to take place on the last day. 


NADI Convention a Success 


Cuicago, Ini—The National Asso- 
ciation of Display Industries reported 
full action sessions at their semi- 
annual convention held in New York 
recently. “Dave Estes, representing the 
International Association of Displays, 
stated the plans forthe exhibition of 
their association, and after some dis- 
cussion, cooperative plans were worked 
out whereby the International Associa- 
tion of Display could plan a program 
tv hold their conferences in conjunction 
with the N.A.D.I. Display Market 
Week in New York June 18-23. The 
board of directors announced the elec- 
tion of six new members: C. Barango 
Company, San Francisco; Austen Dis- 
play, New York City; Display Sign 
Center, Inc., New York City; Durable 
Displays, Inc., Chicago;. Grant & Sil- 
vers, Inc., Los Angeles; and Timely 
Service, Inc., New York City. 

Guy Malloy, president of the South- 
err. Display Association, presented a 
detailed plan of a conference to be held 
in Houston, April 23-27. Many N.A.D.I. 
members expressed their intention to 
exhibit at that time. Trowbridge H. 
Stanley, president of L. A. Darling 
Company, and N.A.D.I. publicity di- 
rector, reported continued and greater 
success with the association’s promo- 
tional campaign. 




















Introducing... 
The TANK 


PROOF 
THAT CUSTOM CHARACTER 
NEED NOT BE EXPENSIVE 


Most styles $6:52 to $8.59 
— slightly higher west of 
the Mississippi. 
, E. E. TAYLOR CORP 
MANUFACTURERS 


BOSTON 



































Efficient Retailing Demands 
Efficient Salespeople 


[CONTINUED FROM PAGE 32] 


salespeople are about 50 per cent greater than of the sale 
people in the same department of comparative type depan 
ment stores. Yet, since their average weekly sales an 
nearly 60 per cent greater than in the same department of 
these department stores, our percentage of selling cost is 
somewhat lower than theirs. Since our salespeople’s cam. 
ings are relatively high, we are able to attract more com 
petent salespeople and our customers are therefore bette 
served. 

While commissions are generally paid by stores only t 
their salespeople, systems of compensation that directly m 
flect increased efficiency are equally helpful with non-sel. 
ing employees. 


Personnel Training 


I stated that the salespeople in many small independen 
stores are often more competent than those in most larg 
stores and chain stores, because they are generally perso 
ally supervised and trained by the owners of these stores 
I know from our own experience that salespeople who have 
previously been employed in small stores generally prow 
to be more thoroughly grourded in salesmanship tha 
whose experience has been entirely with large and chai 
stores. 

Many large retail organizations maintain elaborate per- 
sonnel training departments. But in the words of a promi 
nent store executive, “Many such training departments 
teach little more than how to write saleschecks, where to 
park their belongings, and to what department they are t 
go.” To illustrate his point, he states: “Walk into most any 
store and ask the salesperson why one article is $15 anda 
similar one only $5, and you will invariably get the same 
answer: ‘It is better.’” 

In the coming more competitive era more thorough ede 
cation of more intelligent retail personnel will be essential 
The personnel training departments of most department 
stores, for instance, do not have the facilities to properly 
educate salespeople in the particular technical informatics 
that efficient salespeople must possess in each of their 
many departments. While this technical training can gem 
erally be given better by the department manager, the most 
competent managers are not always the best teachers. 

Modern education requires extensive industrial films and 
well trained educators with practical experience in each 
retail field. Such facilities can only be developed through 
group endeavor. 

Tht courses in retailing that are today being given i 
some high schools and colleges will be greatly expanded in 
the future and will be more generally augmented with part 
time employment of students in the stores. Comparable 
education facilities will be continued in the stores after the 
students have left their schools and colleges. 

The George-Deen Act, passed several years ago, makes 
available to states through federal appropriations, 
for establishing retail training programs and compensating 
teachers for retail education on the job in stores. Many 
retail trades have been slow to fully avail themselves of 
these educational facilities. But in some trades, with the 
cooperation of retailers, the Business Education Service of 
the U. S. Office of Education has developed well-rounded 
courses. While the business administration schools of ce 
tain colleges have done an excellent job in developing pe 
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Trade Feels Pinch of Mounting Army Needs 





Children’s Shoes in Tightest Spot as Manufacturers and Government 


Men Meet to Discuss Possible Emergency Measures 


PHILADELPHIA.—War and wartime 
pressures on materials, merchandise 
and manpower are catching up to the 
shoe business. 

That fact stood out in bold relief as 
shoe men of the Middle Atlantic States 
gathered here in mid-January for what 
will probably be the last big shoe con- 
vention while transportation continues 
under the acute strain that has resulted 
from unprecedented war demands and 
the toughest Winter operating condi- 
tions railroads have experienced in 
years. 

In his talk to the Middle Atlantic 
retailers at their main convention meet- 
ing, W. W. Stephenson, vice-president 
of the National Shoe Manufacturers’ 
Association, whose speech is reported 
elsewhere in this issue, emphasized 
the need of producing and- selling 
160. million pairs of serviceable non- 
leather shoes to meet the requirements 
of civilian America in 1945. Retailers 
did not respond eagerly to that pros- 
pect. Here, as in other parts of the 
country, the attitude of merchants is 
and has been that non-rationed shoes, 
except in play footwear, are likely to 
prove dangerous merchandise should 
the war end suddenly. Interviews with 
merchants throughout the Middle West 
by a REcorpeR field representative con- 
firmed the fact that this viewpoint is 
widely prevalent. 

So it would appear that there is a 
selling job to be done, and one of no 
insignificant proportions, if trade and 
public are to be quickly converted to 
the viewpoint that the answer to the 
growing merchandise problem lies in 
increased utilization of substitute ma- 
terials, and more particularly upper 
materials. Rubber and composition 
soles are coming through in good 
@antity and excellent quality, accord- 
ing to reports. 

Much of the convention discussion 
and informal conversation at the Middle 


‘Atlantic meeting centered around the 


acute shortage of children’s shoes. 
suggestions were heard, but no- 


body seemed to have an answer that 
“held promise of any real solution of 


problem. It was generally agreed 


“Bebruary 1, 1945 


that enough children’s shoes are stil!‘ 
available to keep the youngsters shod 
if parents are willing to accept any 
grade or style of shoes, but that it is 
becoming increasingly difficult to ob- 
tain sizes in the styles and grades of 
shoes the customers are looking for. 

While the Middle Atlantic show was 
in progress at the Philadelphian Hotel, 
children’s shoe manufacturers and offi- 
cers of the National Shoe Manufac- 
turers’ Association, including Mr. 
Stephenson and Harold Quimby, as- 
sociation secretary, were meeting down- 
town at the Bellevue-Stratford with 
representatives of various wartime 
government agencies, including War 
Production Board, Office of Civilian 
Requirements and Office of Price Ad- 
ministration, in an exchange of views 
out of which it was hoped some plans 
might emerge for amelioration of the 
children’s shoe problem. None did, at 
least nothing that was very definite or 
that held much promise of a satisfac- 
tory solution. Various suggestions 
were offered and discussed. 

Reasons for the growing merchandise 
scarcities which will seriously affect the 
retail shoe trade for the first time in 
1945 are various and include manpower 
problems in some localities, as well as 
shortages of leather and other ma- 
terials. But most of them stem from 

[TURN TO PAGE 77, PLEASE] 





J. G. Jones, Jr.. Heads 
Rice-O’ Neill 

St. Louts, Mo.—At a recent meeting 
of the Board of Directors of the Rice- 
O’Neill Shoe Company the following 
officers were elected for the ensuing 
year: J. G. Jones Jr., president and 
treasurer; Charles G. Cobb, vice-presi- 
dent; Harry E. Williams, secretary. 

L. J. O’Neill, who has served as 
president and treasurer for the past 
six years, is no longer active as an 
officer of the company, although he re- 
mains a member of the Board. Other 
members of the board include Charles 
G. Cobb, William Delahunt, John J. 
Nangle, and J. G. Jones, Jr. 


Shoe Production Drops 
In November 


SUPPERS, OTHER THAN RUBBER 
mee 

















WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, amounted to 39,497,040 pairs, a 
slight decrease from the October pro- 
duction of 40,760,006 pairs, but an in- 
crease over November, 1943, produc- 
tion, according to a monthly release by 
the Department of Commerce, Bureau 
of the Census. Total output for the 
first eleven months of 1944 came to 
426,894,129 pairs, almost the same fig- 
ure as that reached in the same period 
of 1948—namely, 426,909,452 pairs. 

Production of shoes for the govern- 
ment, including men’s dress and work 
types and women’s shoes, totaled 4,- 
672,310 pairs in November, 1944, a 
drop from the October figure, but a de- 
cided increase over that produced in 
November a year ago. Output for the 
1l-month period in 1944 came to 465,- 
711,799 pairs, 6.4 per cent above that 
for the same months in 1943. 

Men’s civilian shoe production in 
November, including dress and work 
types, amounted to 5,342,115 pairs, a 
slight drop from the October figure and 
a substantial drop from that for No- 
vember of last year. Total output for 
the first eleven months of 1944 was 
60,750,047 pairs, 21.6 per cent below 
that for these months in 1943. 

Youths’ and boys’ shoe production in 
November was 1,335,006 pairs, lower 
than both the October, 1944, and No- 
vember, 1943, figures. The amount for 
the January through November period 

(TURN TO PAGE 80, PLEASE] 
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Brown Shoe Company Elects New Directors 





R. B. BROWN 


St. Louis, Mo.—Robert B. Brown, 
T. F. Schroth and H. F. Willhite, three 
Brown Shoe Comsany executives, were 
elected to the Board of Directors of that 
company at the annual meeting held 
recently. 

Robert B. Brown is manager of the 
White House Sales Division which in- 
cludes the Buster Brown Division of the 
company. He entered the shoe business 
in 1917 with Hamilton-Brown Shoe 
Company and became sales manager of 
that company in 1924. He joined Brown 
Shoe Company in 1932 as a member 
of the financial department and sub- 
sequently became resident sales man- 
ager of the Southwest with offices in 
Dallas supervising the sales of five 
states. In 1935 he was brought back 
to St. Louis to become sales manager 
for all women’s and children’s shoes. 
He has been active in the specialization 
program of the company in streamlin- 
ing it into separate selling divisions for 


T. F. SCHROTH 





H. F. WILLHITE 


each of the company’s brand name lines. 

T. F. Schroth, merchandise manager, 
joined the company in 1987 as a sales 
promotion manager. He served as as- 
sistant sales manager until 1942 when 
he was made merchandise manager for 
women’s and children’s shoes. 

H. F. Willhite entered Brown Shoe 
Company in 1932 and subsequently took 
active charge of the company’s acci- 
dent prevention and workman’s com- 
pensation programs. In 1935 he be- 
came industrial relations counsel for 
the company. For the past two years 
he has served as an industry member 
of the War Labor Board panels in the 
St. Louis area and heads labor relations 
in the company’s eighteen manufactur- 
ing plants: 

The election of these three men is 
in keeping with the company policy of 
having its directorate made up of key 
executives active in the management 
of important branches of the business. 





Fred Westman Feted 
By Commonwealth 


BROCKTON, Mass.—Nearly 100 factory 
associates of the Commonwealth Shoe 
& Leather Co. of Whitman, Mass., in- 
cluding employees of the making de- 
partments and fellow members of the 
Bostonian Shoe Club, comprising Com- 
monwealth executives and foremen, 


gathered at an inn here, recently, for. 


a farewell dinner party given for 
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Frederick W. Westman, foreman of the 
making departments at the Common- 
wealth Whitman plant for the past 17 
years. Mr. Westman left the firm to 
join the French, Shriner & Urner or- 
ganization in Boston as factory super- 
intendent. He is returning to the com- 
pany where as a boy he began his shoe- 
making career. 

Chester Peterson, president of the 
Bostonian Shoe Club, acting as toast- 
master for the occasion, introduced 





several talented members of the party 
who responded with vocal selections 
and bits of humor. A string orchestra 
furnished the music. 

Mr. Westman was the recipient of a 
solid gold lifetime pen and pencil set, 
suitably inscribed; the presentation 
was made by Harold Hayward, superin- 
tendent of the Commonwealth Whitman 
factory, who summed up admirably the 
high esteem in which the guest was 
held by his associates. 

Paul Jones, president of Common- 
wealth, briefly sketched the aims and 
development of the company during 
Mr. Westman’s period of service, pay- 
ing tribute to Mr. Westman’s executive 
growth, shoemaking ability and loyalty 
and enthusiasm. Mr. Jones proposed 
a toast which expressed the company’s 
best wishes for Mr. Westman’s con- 
tinued progress. 


Appointed Officer Manager 











FARMINGTON, Mo.—A. E.. Farrar, 


Jr., has been appointed office manager 
of Trimfoot Company, here. 


Mr. Farrar came to Trimfoot from 7 


Chicago, where, for several years, he 
was in the merchandising department 
of a large mail order house. Prior # 
that time he was with a Saint Louis 
shoe concern, which he joined imme 
diately upon leaving college. Mr. Farrar 
has been with the Trimfoot Company 
at Farmington since November, 1942, 
in charge of the production scheduling 
department. While he will continue & 
supervise the work of this department, 
the greater portion of his time will be 
devoted to general office management. 





Tanning Company 
Re-established 


Boston, Mass.—Walter E. Lewis, B 


who has served with the Leather See 
tion of OPA in Washington for the last 
two and one-half years, has returned @ 
Boston to re-establish the Lewis Tal 
ning Co., of which he had been head fot 
many years prior to the war. The com 
pany has been appointed New England 
agent for the Eagle-Flagg Tanning 
Corporation, of Milwaukee, tanners a 
side leather and splits. 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


SPECIALISTS IN BETTER GRADE 
SHOES FROM 15 LEADING 
ST. LOUIS FACTORIES 


e 
MEN'S - WOMEN'S - CHILDREN'S 
POR IMMEDIATE SHIPMENT 
While in town “'C" Well 


M. K. WEIL SHOE CO. 
nt oe 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
Worth 2-5180-1 
79-81 Reade St., New York 7, M. Y. 




















PLAY-MOCS 


Loaf with Leisure 
MOCCASINS 


For Men and Boys 
$2 00 @ Plump Elk Uppers 


@ Rich Antique 
Finish 

@ Handsewed Moc- 
casin Effect 





@ Perfect Fit and 
Styling 

@ Flexible Comp. 
Soles 


aa 
Se Sk Sa 


above. 
leather 
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Brogan Joins Casuals, Inc. 


Los ANGELES, CAL.—Melville Kauf- 
mann, president of Casuals, Inc., has 
announced the appointment of Walter 
Brogan as factory superintendent. Mr. 
Brogan has had over 25 years’ experi- 
ence in making men’s high grade shoes. 
For 14 years before coming to the West 
Coast, he was associated with Cole, 
Rood & Haan of Chicago as superin- 
tendent, 
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P.G. Flint Honored 
On Anniversary 


BrocKkTon, Mass.—Perley G. Flint, 
| president of Field & Flint Co., men’s 
| shoe manufacturers, here, observed his 








~ 


PERLEY G. FLINT 


50th year in the shoe business in Brock- 
ton recently. He is now Brockton’s 
oldest active manufacturer. In honor 
of the occasion, Mr. Flint received a 
new set of office furniture, presented 
by Clark L. Wilcox, vice-president, on 
behalf of the office force and factory 
executives. 

Formerly the Fred F.--Field Com- 
pany, the firm was reorganized about 
25 years ago as Field & Flint Company. 
In both world wars the firm has de- 
voted its facilities to making of Army 
shoes; and this time the company re- 
ceived the Army-Navy “E” award for 
outstanding service. 





Study Uniformity of Juvenile 
Last Measurements 


NEw YorRK—A report was recently 
made public of a meeting held in Chi- 
cago at the time of the National Shoe 
Fair of a special committee appointed 
to study uniformity of children’s and 
growing girls’ last measurements. 
Those in attendance under the chair- 
manship of Owen W. Metzger, Wether- 
hold & Metzger, Allentown, Pa.; were 
as follows: 

Retailers: A. S. Aronson, Coward 
Shoe Co., New York; Carl Burgstahler, 
F. E. Foster & Co., Chicago, Ill; 
Henry H. Dahl, Thayer McNeil Co., 
Boston, Mass.; Francis J. Lordon, 
Montgomery Ward & Co., New York. 

Manufacturers: Mel R. Cronshaw, 
International Shoe Co., St. Louis, Mo.; 
Galen Horner, Lancaster Shoe Co., 
Elizabethtown, Pa.; L. V. Hershey, 
Hagerstown Shoe & Legging Co., Ha- 
gerstown, Md. 

Last manufacturer: Joseph W. 
Holmes, United Last Co., Boston, Mass. 

The committee recommended that 
new standard measurements be 
adopted incorporating wider measure- 
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Girls’ — Ladies’ 
SPECTATOR BO¢ 


Fine Grade 
dl-Sheep-Lined 
NOT RATIONED 


$ 4:85 
Sizes 4¢ 
Write for 
Slipper, Moccasixn 
Volde 
















other ladies’ styles. 


| 
| Also Junior Boots Sizes |! to 3 ond 





| CONJOR SHOE CO. 


287 Broadway New York 





ments across the bottom of the last 
the ball and at the heel; more gi 
at the ball, waist and instep; suffice 
allowance be made from ball to toei 
growth; overall measurements 
length and toe expression be left 
the manufacturer in order to p 
individuality of his product. 


Cash Bazar Makes 
Changes in Management 


Botse, IpAHO—The Cash Bazar, i 
has announced that C. M. Newh 
has been appointed general mam 
He succeeds H. T.' Bigham, who 
mains president of the corporat 
Mr. Newhouse has been assistant & 
eral manager and merchandise % 
ager. 

Ralph Raber, formerly in charge 
main floor departments, has been 
moted to assistant general mam 
Don McLeod, formerly assistant 
chandise manager, succeeds Mr. 3 
and is now in charge of main floor 
partments. New duties were 
by all three on January 2, 1945 

The following department heads 
main in their present positions; Waly) 
er Dilley, women’s and girls’ wear} 
M. Jones, men’s and boys’ wear; ' 
Murphy, gifts, homewares, appl 
and hardware; H. N. Elder, § 
Ralph Johnson, advertising and dis 
director. 
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ON THE BOTTOM, TOO! 


Put Your Hand in a Matrix Shoe 
And You'll Know Why... 


91 





OUT OF 100 MATRIX WEARERS 


ARE SOLD FOR LIFE 


Figures prove it: Men can’t forget the 
unmatched comfort experience of walk- 
ing in their footprint in leather ... the 
exclusive Matrix innersole that’s a per- 
fect curve-for-curve copy of the bottom 
of a normal foot. That’s why Matrix is so 
good to your customers’ feet . . . and your 
customers are so good to you. No other 
shoe cradles their feet in so much com- 
fort. No other sales story brings them 
back to you so often. 


There’s still a war on, and we're not yet 
quite ready to arrange new Matrix fran- 
chises. But see us about it now—while 
we keep telling ’em today so you can sell 
*em tomorrow. 














MATRIX SOB 4 a 


THE HOUSE OF HEYWOOD + WORCESTER 4, MASS.... Makers of Men’s Fine Shoes Since 1864 
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APPROVED UTILITY STYLE 
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* SOLID COLOR 
* ALL BLACK or 
e ALL BROWN 
Solid Leather Soles 
FANCY 
EMBOSSING 


Ne. 3820 Brews 
Me. S622 Binet 
GIZES 6-12 


ARNOFF SHOE CO.,INC., 101 Duane $¢.,N.¥.C 





CASUALS 
'NON-RATIONED 
In Stock—At Once Delivery 
Men's and Boys’ 
MOCCASIN CASUALS 





Style #193! 


Men's Sizes 6-12 
Boys’ Sizes 2-5 
$2.18 


Terms: Net 10 days 
F.0.B. New York 
Minimum Order [8 prs. 


*Fine Brown Duck Upper 
“Raised Moccasin Stitching 
*Long Wearing Rubber Soles 


GERDA FOOTWEAR CO., INC. 


158 Duane St. New York 13,.N. Y. 








Mrs. John. W. Husted, owner of the 
Health Spot Shoe Shop, Detroit, was 
featured as the subject of a two-page 
spread of pictures in the rotogravure 
section of the Detroit Free Press in a 
recent Sunday edition. Mrs. Husted 
took over the Store about three years 
ago after the death of her husband, 
Doctor Husted, who founded the organ- 
ization. Today at the age of 81 she 
manages the store, as shown in detail 
in the Free Press series of photos. 
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About Shoe People 


Joseph Fried is now shoe buyer at 
Blum’s, Inc., Baltimore, Maryland, He 
was formerly associated with the Gold 
Bond Department Store, Buffalo, New 
York, in the same capacity. 

* * 


Harold Reason is preparing to open 
an exclusive shoe store for women as 
a department of the Sport Shop at Five 
Points, Sarasota, Florida. He has had 
considerable experience in both buying 
and selling women’s footwear, having 
been employed for some time in Bur- 
dine’s, Miami, and later by J. Blach & 
Sons, Birmingham, Ala. 

* * . 

Dermit F. McNab, who formerly had 
the shoe department in Sax-Kay, De- 
troit specialty shap, has resigned and 
will open his own department in Rollins, 
another specialty shop, about March 1 
in which he will feature quality lines of 
women’s shoes. He also operates a shoe 


department in another downtown store. . 


* * * 


Mark Routbard has been named buyer 
for the shoe department of Peter’s 
Sport Shop, Detroit specialty store, suc- 
ceeding John Hubbard, who is now 
Western territory representative for 
Acme Boot. & Shoe Co. Mr. Routbard 
has been in the purchasing department 
of a Canadian shoe manufacturer since 
1940 and has opened a number of retail 
outlets for the firm in Canadian cities. 

7 - 


Dan Albro, well known shoe traveler, 
is confined to his home at Mount Clem- 
ens, Mich., by serious illness. He has 
traveled throughout Michigan for many 
years for the Scott Foot Appliance 
Company. 

* 7 . 

Dr. Jack Agins, former salesman for 
R. H. Fyfe and Company, Detroit, is 
the proud father of a baby boy, Jack, Jr. 
This is his fourth child, but the first 
boy. 

© a . 

A. C. Joesting, shoe buyer for The 
Marston Co., San Diego, Cal., has ap- 
pointed Lemery R. Knaggs as his as- 
sistant in the women’s shoe section. Mr. 
Knaggs was recently discharged from 
the Navy where he served as First 
Class Boatswain’s Mate. When Mr. 
Joesting was buyer for the College 
Shop in the J. W. Robinson Co. College 
Shop several years ago Mr. Knaggs was 
his assistant. 

* *¢¢ 

Capt. Reuben Soldinger, former man- 
ager of the shoe department in Meyer- 
Jonassen’s Store, Toledo, Ohio, has been 
awarded the Bronze Star for “merito- 
rious achievement on the field of bat- 
tle.” He is in the infantry with the 
Third Army. 

* . * 

Pvt. Donald A. Packard. has been in 
New Guinea for the past eight months, 
serving with an Army hospital unit. His 
father, Albert B. Packard, is the owner 
of Packard’s Shoe Store in Minneapolis. 





EI 


S/Sgt. Art Bergland, former sub 
and main floor shoe buyer for the D 
ton Co., Minneapolis, is seeing plenty 
acion now in Southern France with 
tighter control squadron. He was in{ 
invasion of Africa, Sicily, Italy 
Southern France and has two citat 
from General Dwight D. Eisenhower 
meritorious service. 

a o os 


Olin O. Stansbury, for the past 
years advertising manager of M 
Field & Company, Chicago, is resign 
to become publicity director for Six 
Baer and Fuller, St. Louis dep 
store. Margaret Egan, assistant 
tising manager at Marshall Field 
Company, has been named to suce 
Mr. Stansbury as advertising manage§ Cha 
Miss Egan has been a member of 
Field advertising staff for 11 years, 

- * + 


Samuel Tronsky. controller of 
Schwartz & Co., Chicago, has resig 
this position which he had held dur 
the past year. Prior to joiinng Mi 
Schwartz, Mr. Tronsky had been es 
troller of Goldblatt Bros. for 12 
Miller Schwartz operate five shoe ste 
in Chicago as well as three shoe dep 
ments. 
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* * * PK 


as 
effi 
n 
Everett Emerson of Farmington, Bory wi 
H., who is engaged in the shoe man} Whe 
facturing equipment business, has be@eon 
appointed to the military staff of Thro 
Hampshire’s new governor, Charles MR ine 
Dale, with the rank of major. Like ti. hr 
governor, he is a veteran of Work 
War I. se 
t) 


* * « 


Pvt. Melvin E. Brown, former 1 
ager of the Thom McAn Shoe Store 
Portsmouth, N. H., was wounded in 
tion in Germany on Dec. 7. Pri 
Brown is hospitalized in England. 


* * * 


Harry E. Grower, who has owned 
operated the Walk-Over Shoe St 
Keene, N. H., since 1922, has sold ¢ 
business to Harry C. Ladam, who 
acted as manager of the store for t 
past several years. Mrs. Grower 
also been actively engaged in the ¢ 
ation. of the store,.and, will conti 
while Mr. Grower will continue his 
with the Kingsbury Machine Tool © 

. 7. 7 


The shoe department of Nachman 
Mertief, Montgomery, Ala., is now! 
aged by J. H. Ripley who recently 
turned from service overseas. 

* *. . 


Hal R. Donell of The Health 5? 
Shoe Shop in Grand Rapids, Mich., my 
purchased the Health Spot Shoe Shop? 
San Diego, Calif., which he is now¢ 
ating. The Grand Rapids store is & 
owned by Mr. Donell and is now ¢ 
ated by his manager, Walter F. 
formerly with the Florsheim Shoes 
in Grand Rapids, Mich. 

[TURN TO PAGE 70, 
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Efficient Retailing’ Demands 
Efficient Salespeople 
[CONTINUED FROM PAGE 62] 


el directors, there will be a far greater need for more 
> trained retail educators in order to develop this 
of retail training to its fullest potentiality. 

Some stores’ executives have found, as have many fac- 

i “ the rotation of employees through the various 

rtments and functions of their business, gives them me 
hi F into managerial and administration preblems. 

i of training broadens the vision of retail employees 

develops more competent and more contented em- 

That is one advantage of training non-selling 

as part-time salespeople, which I previously 


I Chain stores fully realize that their greatest handicap in 
past has been their inability to offer customers selling 
comparable with that of efficient small independent 
es. Today many chains have developed especially 
ough personnel training programs that are fast correct- 
»their former deficiency. In the future development of 
“trend lies the greatest threat to independent retailers. 
bit behooves both small and large retailers to grealy im- 
e heir personnel training. In the future retailing will 
from a-trade into a profession. It will then be 
as inconceivable that one should attempt to conduct 
‘eiicient store without intelligent thoroughly trained 
sonnel, as it would be today to operate an efficient fac- 
ty.without such help. e 
When retail selling is greatly improved then will stores 
truly efficient. Thus alone will retailers suryive. 
Throughout this discussion I have pointed out some of 
inefficiencies in retailing that must be corrected. I shall 
briefly consider the various size stores and of the vari- 
is types of independent and chain store organizations. 
In observing the growth of some of these types of stores 
th their application of these principles of greater ef- 
that I have discussed in the foregoing chapter, we 
a glimpse into the probable trends of changes in retail- 
that lie ahead. 


Manufacturing and Markets 


J 


7 [CONTINUED FROM PAGE 45] 
frequently do not include spectator types it follows 
ically that they are not making many two-tone shoes. 
fn some manufacturers whose lines include these types 
Me confining themselves to all-white shoes since they 
t to use all-leather uppers and leather soles. All 
fee that there will be a strong demand for white shoes 
the coming season. 
n’s shoe manufacturers report similar conditions 
n’s in this area. They are limiting their produc- 
of white shoes almost entirely to the smaller sizes. 
ie manufacturer reported that 80 per cent of his white 
Production is going into the 3 to 8, infants’ and 
’, size run; 15 per cent into children’s and only 5 per 
into misses’; 92 per cent of the misses’ shoes are 
made in tan and the remaining 3 per cent in black, 
alittle patent leather. 
Macturers of slippers, play shoes and stitchdowns 
manufacturers of these same types in other 


. 8 i an effort to help. solve the problem of shortages 


’s shoes. No definite program has, as yet, been 
up, vibes it is expected that definite results will be 
as a result of their conferences and efforts. 








ARE REAPING 


BIG PROFITS 


Introduced only two years ago, 
'76 Polishes have already created tre- 
mendous sales for thousands of 
America’s Finest Shoe Retailers. The 
fact that ’76 Polishes are manufac- 
tured by a Division of the General 
Shoe Corp. is further proof of their 
excellence. 


Order the beautiful, colorful ’76 
Line today. Free display racks and 
window cards. 


An order now assures protection 
against tight conditions. 


1 G80 GROSS 
"36 tran 


PRICE 
prorit 192°... 


THE LINE 


'76 Boot Polish (6 Popular Colors): 
Dark Tan, Light Tan. Sock, Mo- 
hogany, ox ‘ood, Neutra 
'lé White Shoe Cleaner, * Ory 
Cleaner, Groom Saddle Soap, 
Yukon Waoterproofer. 


All 25¢ Sellers 


'76 SHOE POLISHES 


700 BENTON AVE. 
NASHVILLE, TENN. 
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MEN'S SLIPPERS 
KNOCKABOUT 


MOCCASINS 


ANTIQUE BROWN ELK UPPERS 
Goodyear Construction 


$9.35 


Brown Cesual Type Moccasis 
Men’s Sizes 6 te 12 
Immediote 


Write for Felder 


CONJOR SHOE CO. 


287 BROADWAY NEW YORK CITY 











Observes 50th Year with Tanning Fi 


Peabody, Mass.—William J. Birmingham, veteran employe of A. C. 


Leather Company, was honored by the compeny recently 


at the completics 


his fiftieth year with the organization. He received a gold watch In com 
flon of the event. Left to right: W. F. Collins, superintendent, sheepskin 


J. P. Murphy, foreman; Mr. Birmingham; H. N. Goodspeed, 


resident of the 


pany; J. F. Hogan, president of the A. C. L. union; W. Jankowski, shop 





NO ee el ine ED 
LEISURE SANDAL 


*15. 


2% 10 days, net 30 
F.0.B. Chicage 


Brown imitation leather upper 
with rubber sole and heel. 


Sizes: 6 to t!, omeked 36 prs. to ease, 
assorted sizes. 


18 pr. orders accepted. 
Immediate and future delivery 


WILLETAM COHAN CO. 


Play Shoes—House Slippers—Sport Shoes 
Midwest Distributor 
Knomark and Esquire Shoe Dressings 
19 So. Wells St., Chicago 6, Ill. 











FOOT APPLIANCES 

















About Shoe People 


[CONTINUED FROM PAGE 68] 


Sid G. Wager, who is well known in 
the shoe repair industry, has become 
sales manager and assistant to Leonard 
P. Tufford, president and general man- 
ager of The I.T.S. Company, Elyria, 
Ohio. A. G. Smith, one of the founders 
cf the company, is relinquishing the 
sales managership but will continue ac- 
tive as executive vice president. 

+ * > 


W. W. Minton has succeeded Marvin 
Almand as manager of the Chandler 
Shoe Store, Tampa, Fla. Mr. Minton 
comes from Orlando, where he managed 
the Chandler store for several years, 
with the exception of “time out” for 
service from the Army, from which he 
was discharged in 1943. 


Among the shoe men spending the 
Winter in Florida is Ben Farnham who 
covers New York and the New England 
states for Moulton-Bartley of St. Louis. 
Mr. Farnham is vacationing at the 
Trade Winds Club, Bahama Beach, and 
expects to be there through the month 
of March. 

7 . . 

Milton L. Jess of Hartford, Conn., 
has been promoted to the rank of cap- 
tain in the Army Air Forces. Before 
entering the service, he was merchan- 
diser for a New York store. His father, 
A. Jess, has been buyer of misses’, 
women’s and children’s shoes and mer- 
chandiser of boys’ and men’s shoes for 
Wise, Smith & Co., Inc:, Hartford, for 
the past 24 years. 


Observing his 25th year as mar 
of Model Shoe Store, Brockton, Ma: 
Philip Gleckman, veteran shoe 
Previous to his connection with 
Model store, a branch of Morse § 
Stores Corp., of Boston, Mr. Gleck 
was manager of a shoe store in 
Mass., for the R. H. Long Co. of 
ingham. 


—_——_—_ 


Urges Expiration Dates 
On Shoe Stamps 


New York—William Girdner, 
tary of the National Council of § 
Chains, has suggested to the Office 
Price Administration that expirat 
dates be put immediately on all 
stamps. In his letter to Administ 
Bowles, he declared that a survey 
stamps used in nine higher Pp 
men’s shoe stores on the Atlantic 
coast, for the week ended January 
showed that of total stamps used, 
per cent were No. 1 coupons, 48 
cent No. 2, 35 per cent No. 3 and$ 
cent, special. This indicates that 
shoes are being purchased in 
and that “indefinite extension of t 
stamps obviously is not discourag 
their use.” 


He suggested that Airplane 5% 
No. 1 be terminated by OPA—with 
least a thirty-day notice to the P 
(perhaps February 28th) and that 
2 stamp become invalid after 
30th. He suggested a thirty or = 
day “overlap” period to “avoid the 
of “blitz” which occurred at the 
piration of the first shoe stamp— 
it might even save a few stamps.” 
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Fir 


spointed to 
Sun Shoe Post 


s0, Inu.—Sun Shoe Manufac- 
ng Co. has opened New York offices 
the Marbridge Building in conjunc- 


CHI 





c. ™ DAVID CHAPNICK 
completica 
i with the completion of plans for 
nsion that start immediately. 
d Chapnick has been appointed 
# managerial post with the firm. Mr. 
pnick comes to the concern with 
wide background of retail experience. 


r as MANA over 14 years he was buyer and 
<ton, Mai whandiser of women’s shoes for 
n shoe Hazzard Shoe Co., operating 225 
on with hires. He resigned from this position 

Morse SM 1983 to perform similar duties with 


fr. Gleck 
ore in la 
Co. of F 


Norwood Shoe Corp., whose 82 
were in the Eastern States. Mr. 
lick left Norwood in 1940 to buy 

in’s sport and play shoes, also slip- 

for Felsway Shoe Corp. 
It will be from the New York office 


ites t Sun Shoe will direct many of its 
ion-wide activities. In addition to 
shoe lines that have been made 
rdner, the company these past six years, 
neil of § have been completed for the 
the Office facture of a broad line of play 
t expi which will include the so-called 
on all fornia processed products. The staff 
dminist is being assembled by Mr. Chap- 
a survey for his. New York offices will con- 
gher f m itself with the expediting of all 
Atlantic purchased in the East and the 
‘anuary opment of the business on a com- 
aps used, national basis. 
pons, 43 pee 
8 and $ 
2s that 1 
1 in 
ion of ei bocuester, N. Y.—There will be 
important meeting of the New 
uh State Shoe Retailers’ Association 
plane Hotel Syracuse, Syracuse, N. Y., 
PA— day, February 11, to consider press- 
o the PURE wartime problems confronted by 
and that retailers, and those which must 
after To at the end of the conflict. 
ty or & t L. Patton, chairman of the 
oid the Ward of Directors, will preside at a 
at the Bief meeting of directors immediately 
tamp—™ the dinner. John J. Moore, presi- 
amps. of the association, will then con- 


with it. 
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Backing is a hidden yet very 
telling factor in customer satis- 
faction with shoes. To the re- 
tailer, backing has importance 
because, if applied right, flexi- 
bility and smooth fitting are 
assured. 

Comfort and supple con- 
formity to the last and the foot 
are achieved without wrinkles, 


The strength of bond be- 
tween the fabric and the 
backing is the resistance of 
the shoe to hard and long 
wear. ACME backing pro- 
vides such high-standard 
performance, as good manu- 


facturing sources know 


ABC 


Selnileliitascmeel 


Fabric and Leather 


through years of experience MAES 


BACKING 
CLOTH 


RY BALE D 
BACKING CORP. 


ADOW A BOGART STS. 
BROOKLYN 6. N.Y. 


‘il 





duct a short association meeting. 
William Pidgeon will lead a Shoe 
Forum, to which the remainder of the 
afternoon will be devoted, with a rapid 
fire discussion of many of the issues 
with which retailers are now perplexed. 
As chairman .of the program commit- 
tee, he is arranging for able speakers. 
Decision to hold the mid-Winter 
meeting was made after a question- 
naire was sent to directors, who voted 
strongly in favor of holding the gather- 
ing. The association had not been hold- 
ing meetings since America’s entry into 
the war. It was concluded, however, 
that since the shoe industry plays an 
important part in the war effort, a 


meeting at this time may make a valu- 
able contribution toward it, bringing 
solutions to problems which are vital 
to the shoe industry and the public. 

Ernest N. Park of Syracuse is chair- 
man of the dinner committee. 


Buys Barrett, Store 


WALLA WALLA, WasH. — Barrett's 
Shoe Store here was recently bought by 
Harold French. Long affiliated with 
this business, Mr, French had managed 
the store for years. In buying the 
property from Parker Barrett, he be- 
comes the sole owner. 


7} 
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[STEEL TOE 
SAFETY SHOES 
in PRICED 


SHOES 
Carried In Stock 
GOODWILL SHOE 

COMPANY 
Holliston, Massachusetts 








BOWLING SHOES 


HYDE ATHLETIC SHOE CO. 
CAMBRIDGE. MASS. 


MOCCASINS 


HEAVY BROWN UPPERS $4.45 


. 


MEN'S SIZES 6-12 $1.45 
BOYS’ SIZES 3-6 $1.40 


‘CONJOR SHOE CO. 
287.BROADWAY NEW YORK CITY 


PLAID SHOE LACES 





PLAID SHOE LACES in stock 
for IMMEDIATE DELIVERY 


Write for Color Card TODAY 


LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 yours 
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Bernard Brust greets Margaret O’Brien, M-G-M star, on her eighth birthday 
a party given her by her Fashion Friends at New York's Waldorf-Astoria 


NEw YorK—When a little star of the 
cinema captures the affections of a na- 
tion, it’s news. Margaret O’Brien, 
M-G-M star, currently appearing in 
“Meet Me in St. Louis” and “Music for 
Millions,” was given a party on the 
occasion of her 8th birthday by her 
Fashion Friends—the licensees of ap- 
parel endorsed by her. The birthday 
celebration was held at the Waldorf- 
Astoria.. She was the sweetheart of 
the party; she gave her favorite recita- 
tion of “The Nativity” and greeted 
each of the sixty-five guests personally 
with that delightful charm that has 
endeared her to the nation. When she 
cut the birthday cake, the knife became 
entangled with a bag containing a 
wrist watch, presented to her by her 


Fashion Friends. Her surprise 
the excited reaction of any child. 

She was wearing a pair of Br 
Footwear Company’s slippers, 
cially named for her, and her de 
was unbounded. In fact, she liked 
slippers so much that Mr. Brust 
her six pairs for her personal 
robe. These non-rationed shoes 
by chance, appear in some of her 
ture pictures. 

Brust Footwear Company, 
offices are in the Marbridge Bui 
here, has the exclusive franchise 
make and market Margaret 0'B 
footwear, and agencies. are now bei 
established throughout the count 
Bernard Brust displayed the M 
O’Brien line at the Middle 
Shoe Fair in Philadelphia. 





Additional Orders of 
Mukluks by Army 


Boston, Mass.—lIncreasing need for 
cold-weather footwear in the Army is 
reflected in the award of a recent con- 
tract covering the manufacture of 
62,196 more pairs of mukluk boots to 
be added to those already bought 
through the Boston Quartermaster 
Depot. The most recent contract is 
shared by the Portland Footwear Co. 
and the Rasmussen Shoe Co., the latter 
to make 32,000 pairs, the balance to be 
made by the former. Other contracts 
are: 

Endicott-Johnson Corporation, 60,000 
pairs of canvas shoes; United States 
Rubber Co., 11,106 pairs of safety sole 
boat shoes; the Green Shoe Manufac- 
turing Co., 2124 pairs of women’s field 
shoes and 86 pairs of nurses’ black 
shoes; George E. Keith Co., 12,282 pairs 
of women’s low service shoes; and Wis- 
— Shoe Co., 2000 pairs of football 
shoes. 


Contracts also have been @ 
covering the manufacture of 25,12! 
buckles for use on combat 
boots. 


Boston Club Nearing 
Membership Limit 


Boston, Mass.—With a memb 
limit of 250, the Boston Boot and 5 
Club has now reached a total meme 
ship of 225, 11 new members ha 
been announced at the January dm 
meeting held recently at the 5 
Statler. Members and guests at 
dinner totaled about 350. The 
speaker of the evening, Larry 4 
Associated Press foreign ce 
dent, described his experiences 
Italian and German prisoner 
camps where he spent about 202 
after having been captured with 
of the crew of a British wa 
which he was traveling in the M 
ranean. F. C. Donovan, club p 
acted as master of ceremonies. 
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To Devote Time 
To War Effort 


MiLWAUKEE, Wis.— Another volun- 
in advertising’s home front army 
Les Hafemeister, advertising man- 





birthday 

sbetle LES HAFEMEISTER 

urprise 

, child he ee ot the Weyenberg Shoe Mfg. Com- 

ir of Ba . Mr. Hafemeister has accepted 

ppers, Ge number one war job in the Mil- 

her del a" territory, that of mobilizing 

she liked be needed manpower for war in- 
Brust - 

cml , loan. from the Weyenberg Shoe 
shoes magus Company until he completes his 

e of her igre Mr. Hafemeister will donate his 

aed to the war effort as Public 

any, Director of War Agencies. 
ge Bui Hafemeister was president of 
franchise Me Milwaukee Advertising Club in 
ret O’Brien when the club won the National 
2 now 2 f Activities Award. 

he 4 


more Club 
lis Officers 


Batrmmore, Mp.—The first annual 
and meeting of the Baltimore 
Club for 1945 was held recently 
Elks’ Club, here. Paul Freed- 
f was installed as newly elected 
lent. The following co-officers and 
rs of the Board of Directors 

f also installed at that meeting: 
Arthur B. Ries, vice - president; 
l Perel, secretary; Edward Sher- 
treasurer; -Alvin Lesser, ser- 
ms. Directors: Henry Wy- 
_Leon Golden, Perry Chester, 
ppness, W. Wilmer, H. E. Jones, 
Fine, Irving Volk, William 
f M. Katz, M. Needle, Max 
nee Hagandorn, Nathan 


he } 
dle 


bership in this club has grown 
its inception several years ago 
# at present, approximately 175 
n belong. Membership is open 

I who have an interest in the shoe 
ss—manufacturer, wholesaler or 
tr. The club was founded to help 
mail operator who, in these times, 
Wing difficulty with merchandise, 
ms and OPA regulations. 





SNUG FIT RUBBER 
CLOGS For MEN 


NE 


UNIQUE CONSTRUCTION FEATURE BUILDS 
PROFITABLE BUSINESS FOR JOBBERS. AND DEALERS 


IMMEDIATE DELIVERY 
Moulded in One Piece 


* Sandal Lea Principle Moulded in the 
Rubber, ng from the Base’ of" the 
Arch to the Top J Back of Rubber, Pre- 
vents the Rubber from Coming Off or 

ping at the Heel under any Service 

tions. 


NO FABRIC OR FILLERS 
FEATHERWEIGHT 
FOLDABLE 
CLEANS INSIDE AND OUT 


Stock three sizes and cover the popular range of 
men's 
A Profitable Item 
TO RETAIL AT $1.16 PER PAIR 


TINGLEY-RELIANCE RUBBER CORPORATION 


Established 1896 
RAHWAY, NEW JERSEY 

















rect supervision of Harvey Kopp, sec- 
retary and director of the Boyd-Rich- 
ardson Company... The new corpora- 
tion, it is announced, will continue the 
business without significant change as 
it has. been run during the past few 
years. The Stacy-Adams line, sold by 
the Ames store for 58 years, will con- 


The club keeps well abreast of all new 
developments in the industry in order 
to advise its members of current 


happenings. 
Sells Store to New 


Corporation 


St. Louis, Mo.—George W. Foster, 
owner of the controlling stock in the 
Ames Shoe Company, 516 Olive Street, 
here, has sold his business to a newly- 
formed corporation, the stock of which 
is owned by the Boyd-Richardson Com- 
pany of this city. The store hence- 
forth will be known as Boyd’s Shoe 
Stores, Inc., and will be under the di- 


tinue to be the feature-line of the new 
company. 
Feature Brauded Lines 

MIAMI, FLA.—A_ new shoe salon “has 
been opened in Miami as a department 
of Hartley’s an exclusive women’s ap- 
parel store on E. Flagler Street. Well- 
known brands are being featured. 
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WHOLESALE DISTRIBUTORS SS 
* America’s Leading Brands 


MEN'S SHOES RETAILING $7 to $14 
IN-STOCK JOBS 1Ons 
*SUBJECT wFR’s RESTRICTIONS 
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CHILDREN'S SHOES 
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Paul Roberts with 
Rice-O’Neill 


St. Louis, Mo.—J. G. Jones, Jr., vice- 


president and sales manager, an- 
nounces the appointment of Paul Rob- 





PAUL ROBERTS 


erts as assistant sales manager and 


Southeastern representative of Rice- 


O’Neill Shoe Company. 

Mr. Roberts was formerly buyer of 
women’s shoes at Burdine’s, Miami, Fla. 
Before going to Burdine’s in 1941, Mr. 
Roberts was associated with Miller & 
Rhodes, at Richmond. Well known 


throughout the Southeast, he comes to 


Rice-O’Neill with a rich background of 


shoe experience, 


Philadelphia Travelers 
Re-elect Officers 





PHILADELPHIA, Pa.—Officers and the 


Board of Governors of the Philadelphia 
Shoe Travelers’ Association were re- 
elected at the association’s annual 
meeting held recently at the Hotel 
Philadelphian, here. Those serving are: 
president, E, M. Scattergood, Gerber- 
ich-Payne Shoe Co.; vice-president, 
Herman C. Johnson, Freeman Shoe 
Corp.; 
Oberfield, Brown Shoe Co. The Board 
of Governors is comprised of Sidney 
Horowitz, Gale Shoe Co.; Paul S. Lip- 
pincott, Jr., Dixon-Bartlett Shoe Co.; 
C. R. McClellan, Craddock-Terry Shoe 
Corp.; Wm. A. Tompkins, Sandler Shoe 
Co.; and Ralph J. Goldman, Golo Shoe 
Co. 


secretary-treasurer, I. Frank 


Twenty-two members and guests at- 


tended the luncheon meeting. Featured 
on the program were a tribute to Presi- 
dent Scattergood for his leadership and 
sincere efforts on behalf of the associa- 
tion’s work; reports by the various 
committees; and the unanimous ap- 
proval of contributing a substantial 
donation to the United War Chest from 
the association’s treasury. 


Talks were made by President Scat- 


tergood, who reported on the Chicago 
convention of the National Shoe Trav- 
elers’ Association, 
Philadelphia association is affiliated; 


with which the 











James L. Scanlon, honorary preside 
of the Philadelphia association and fq 
mer president of the national associ, 
tion;, Paul S. Lippincott and 8, § 





Koons, all of whom discussed some a 
the major problems related to the shy elect 
industry. Shoe 


It was reported that the associatiq 
gained nine new members during th 


‘in February. 


past year, and that two members ay 
serving with the Armed Forces. 





Brown Opens New 
Sample Rooms 


Los ANGELES, CAL.—Latest suite of 
shoe sample rooms to be opened in th 
Haas Building is that housing several 
branches of The Brown Shoe Co. Her 
are Nate Berkowitz with his line of 
Brown Shoe Co.’s Naturalizers; S. Ber. 
kowitz with the Forest Park line, an 
Barney Godshaw, who assists Nat 
Berkowitz, is selling Naturalizers. Th 
former sample rooms of The Brow 
Shoe Co in the Hotel Lankershim hav 
been closed since the opening of th 
firm’s most complete suite in its pre 
ent location. No formal opening a 
these permanent sales rooms was heli, 
for Southern California Brown Shoe 
Co. retailers have made this their head- 
quarters for some time. 





Plan Regular Market Days 


Los ANGELES, CAL.—Plans for desig- 
nating one day a week or one days 
month as Shoe Market Day in Los Ap 
geles were discussed at the January 
meeting of the West Coast Shoe Trav 
elers’ Association. The entire member 
shp, as well as all retailers in Southern 
California, will be polled to determine 
what day of the week will be most suit 
able for all concerned. “Dusty” Cooper, 
chairman; Marshall Bee, Tom Malley, 
Grover McAtee and Leo Goddette were 


-elected a nominating committee & 


bring in a list of candidates for th 
March annual election of the associe 
tion. E. W. McCain, of Selby Shoe Go, 
was an honored guest. 


Newcomb Again Heads 
Indiana Travelers 


The Indiana Shoe Travelers held 
their regular business luncheon meet 
ing in the Hotel Lincoln, recently, # 
which the election of officers took place 

Jack Newcomb was re-elected pres 
dent; Tez Thompson was named vite 
president; R. Grosskopf was re-elected 
secretary; H. Thrall was re-elected a 
sistant secretary; and E. C. Smeltzr 
re-elected treasurer. 

Plans for the Indiana “Shoe Buyer 
Week” to be held May 13, 14 and B 
were discussed. The annual meeting # 
usual will be held in the Claypod 
Hotel. Convention committees will # 
named at the regular monthly 
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Organize Guild of Better 
Shoe Manufacturers 
‘New Yorx—Albert H. Bogutz, presi- 


® dent of Newton Elkin Shoe Co., was 


glected president of the Guild of Better 
Shoe Manufacturers, a name which 





ALBERT BOGUTZ 


was also decided upon at a meeting 
held recently at the McAlpin Hotel, 
bere. Irving E. Grossman, of I. Miller 
&Sons, was named first vice-president; 
Dominic La Valle, of La Valle, second 
vee-president; John Jerro, of Jerro 
Brothers, treasurer, and Kate Gold- 
sein Kamen, secretary. 

The Board of Directors chosen con- 
fisted of Mr. Bogutz and Mr. Gross- 
mn; Benjamin D. Schwartz, of 
Shwartz & Benjamin, Inc.; Murray M. 
lasky, of Delman, Inc.; Dan Palter of 
Palter De Liso, Inc., and S. J. Philip- 
mm of Van Arden Shoe Co. 

‘Tn addition to the officers and direc- 
tats the membership includes B. Fox, 
d@ Fox Shoe Mfg. Corp.; J. Starr, of 
-Starr, Inc.; John Marino; M. 
of Pincus.& Tobias, Inc.; M. 
, of Thomas Cort, Ltd.; L. 
of M. Wolf & Sons; Morris 
and Jack Zuckerman, of Zuck- 
& Fox, Inc. 
of the organization is to 
timulate a co-operative effort to sell, 
distribute and inspire an appreciation 
for better shoes. Ultimately, it is ex- 
pected, the plan will help the timing of 
ttyles, provide for more production and 

on, thus bring about more 
work for shoemakers. 

‘At the next meeting, to be held early 

» the date for the opening 

Pall shoe lines, will be set. Prob- 
lms common to the manufacturers of 
grade shoes will be discussed at 

i February meeting. 


Ld 
General Counsel Explains 
Vartime Wage Controls 


Yorx.—Jesse Freidin, general 

for the War Labor Board, 

nm, addressed a largely at- 
meeting of the Shoe Retailers 

of New York, in the Green 
lem of the McAlpin Hotel the evening 
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* All Leather Uppers 

* Colors: Brown or Blue 
* Sock Lining Sewed In 
* Easy on the Feet 





158 DUANE STREET 


[FOR BETTER GOING—SEE GERDA — FOR BETTER GOING—SEE GERDA — FOR BETTER GOING—SEE GERDA — FOR BETTER GOING—SEE GERDA 





Infants’ Sizes 5-8 
Children's Sizes 8!/2-12 
Misses’ Sizes 12!/2-3 


You are cordially invited to visit us 
at the DETROIT SHOE SHOW 
Room 1403, Hotel Statier 
February 4-5-6 


; 
: 
GERDA FOOTWEAR COMPANY, INC. | 





— FOR SETTER GOING —SEE GERDA — FOR BETTER GOING—SEE GERDA — 


: 
CHILDREN'S ‘ALL LEATHER SLIPPERS 3 


AT ONCE DELIVERY 
NON-RATIONED 
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SELLING FEATURES 


* Fine Grain Kidskin 
* Scotch Plaid Linings 


‘ 
 Flexible-Hard Leather Soles 
* Regular Half Sizes ; 


NEW YORK 13, N. Y. : 


POR BETTER GOING —SEE GERDA — FOR SETTER GOING—SEE GERDA — 





of January 22. Samuel G. Staff, presi- 
dent of the league, was chairman of 
the meeting, and Arthur Steinberg, 
league counsel, introduced the speaker. 

Mr. Freidin gave an illuminating ex- 
planation of many of the intricacies of 
wartime wage stabilization and told the 
retailers what they may and may not 
do in adjusting wages of workers to 
meet changing conditions. It was not 
the intention of the government, the 
speaker explained, to establish an abso- 
lute wage freeze, but rather to set up 
controls which would be effective in 
avoiding inflationary increases in the 
wage structure. He told how the Little 
Steel Formula provides for broad in- 
creases affecting large groups of work- 


ers within the limits of the formula as 
applied by the War Labor Board, and 
enumerated the principal cases in which 
individual wage increases can be given 
by an employer without consulting the 
board or its representatives. 

The im of the wage stabiliza- 
tion controls, ich in most cases do 
not apply to employers of eight per- 
sons or less, was emphasized by Mr. 
Freidin, who warned that violations 
might, under certain circumstances, re- 
sult in penalties as severe as loss of an 
employer’s entire payroll from his in- 
come tax deduction. In cases where 
the employer is in doubt, he should con- 
sult his regional War Labor Board 
office. 
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RUBBER FOOTWEAR 
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MEN'S SNUGwT RUBBERS 


Molded Process assures perfect 
Two STYLES CLOG #2068 75¢ 
SANDAL 22070 90¢ pr. bn 2% "o 
—. a aa Packed 24 pr. 
te or a roa 
ge men and ‘tar 
tm stock. Write - wire. 
AMERICAN SHOE CO, 


251 W. Jeff. Ave., 
Detroit 26, Mich. 




















CASUALS 


ft the fellew shops 
ft 6.95 ° 


SWANKIES, INC. 


mtasen 





The impressive scyling and the fine 
quality of Casuals, the original see 
¢asual shoe for men, are unchanging. Dis- 
criminating men count on them today. 


COs AMBELES, 15 





*T. M. Reg 


Named Technical 


Director of Compo 


Boston, Mass.—Thomas T. Taylor 
has been appointed technical director 
of Compo Shoe Machinery Corporation 





THOMAS T. TAYLOR 


as of January 15th. In this capacity 
Mr. Taylor: assumés the duties and 
functions formerly taken care of by 
Willard C: Durham whose death was 
reported recently. Mr. Taylor has been 
with Compo for the past séven years, 
working closely with Mr. Durham in 
the development of solvents and 
cements during which time he has ac- 
quired a broad understanding of the 
problems of cement shoe manufacture. 





Industry, Meeting on Plastics 


New YorkK—F actual information on 
flexible plastics for shoe uppers, hand- 
bags and accessories was the topic of a 
récent meeting here, sponsored by the 
firm of Hermann Loewenstein. Among 
the companies co-operating with this 
firm were the following: Bakelite Cor- 
poration (Unit of Union Carbide & 
Carbon Corp.); United Shoe Machin- 
ery Corp.; B. B. Chemical Corp.; Compo 
Shoe Machinery Corp.; I. Miller & 
Sons, Inc.; LaValle, Inc.; Newton El- 
kin Shoe Co.; Delman, Inc.; Palter De- 
Liso, Inc.; Zuckerman & Fox; Koret, 
Inc.; Gold Seal Importers (Josef), 
Ine. Bienen-Davis, Inc.; Coboentz Bag 
Co., Inc. 

The meeting was planned for the 
benefit of manufacturers, plant super- 
intendents, designers, retail merchan- 
dise managers, buyers, salesmen and 
members of the trade press for the 
purpose of giving information on fiex- 
ible plastics based on many years of 
research. It was held in the Hotel Bilt- 
more ballroom and was attended by a 
large group of representatives of the 
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shoe and accessory industries, as well 


as members of the press and other ip 


terested parties. 

All aspects of the subject were coy 
ered from the chemical properties q 
the product to ways of using it in shog 
and other accessories. The speakey 
included George C. Miller, genera 
sales manager of the thermoplastic d. 
vision; H. F. Robertson, manager gf 
development of the same division; John 
Vegessey, technician, and Rudolph Cor. 
rell, head of the Herman Loewensteip 
firm. Among the points covered by the 
speakers was the importance of obtain. 
ing the material from reliable sources 
since the quality of the product is not 
apparent as itis in leather. Retailers 
were warned that shoes made with 
plastic uppers must feel comfortable at 
the time of purchase since “there is no 
breaking in period” and no stretching 
tu the foot with wear. Manufacturer 
were informed of the right kind of trim- 
ming treatments for use with these 
plastics. Perforations must be round, 
preferably pinhole size, and round scal- 
lops instead of pinking should be used. 
Square and diamond-shaped perforsa- 
tions are to be avoided because they 
cause the material to crack. Elasticiz. 
ing is to be avoided for the present. 





Manheim Again Named 
President 


PrrTsBURGH, PA—At the recent 
meeting of the Pennsylvania Shoe 
Travelers’ Association in the Clb 
Room of the William Penn Hotel, here, 
the following officers and directors 
were elected for the year 1945: 

Lewis Manheim, president; James 
Hayden, vice-president; Joseph Harris, 
secretary-treasurer. Directors: George 
H. Hutchins, chairman of the board; 
Goodman Yorkin, Jack R. Levy, Jk 
Valego, Hans W. Friedberg, H. J. 
Schulte, Maurice Lyttle. 

Plans have been completed for the 
Fall showing to be held May 6, 7 and8 
at the William Penn Hotel. 





Hanan Leases Rockefeller 
Center Location 


New Yorx—Hanan & Son, Inc, 
manufacturers and retailers of exclu 
sive men’s and women’s shoes, has 
leased extensive space on the ground 
floor of the British Empire Building, 
Rockefeller Center, and on May 1 will 
move from 516 Fifth Avenue where 
they have been located for 28 years 
The credit office of the corporation also 
will move to the Rockefeller Center 
address, 16 W. 50th Street. 

Thomas B. Meath, manager of the 
Fifth Avenue shop, will continue @ 
that capacity in its new location. The 
store will handle men’s and women’s 
footwear and hosiery, women’s hand- 
bags and accessories. 

The 96-year-old firm, whose execu 
tive offices are at 1328 Broadway, als 
has retail stores at 187 Broadway and 
1875 Broadway. 


Boot and Shee Recordset 
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Shoe Men Apprehensive on Stocks Situation 





- Retailers Meet in Los Angeles to Discuss Merchandising, 
Sales and Replacement Problems 


Los ANGELES, CALIF.—At a meeting 
of the downtown shoe retailers of this 
tity the middle of January, it was ap- 
parent that retailers view their present 
merchandising, sales and replacement 
problems with much apprehension. 
Shoe selling since December 26th, when 
OPA cancelled food stamps, has been 
y out of line. All shoe stores 
were swamped with customers the first 
weeks of January. To combat this un- 
healthy situation, individual stores de- 
yised ways to check this consumer buy- 
ing wave. 

_ Some stores closed at a certain time, 
lor 2 P. M., with the majority selling 
only a certain quota of shoes daily, then 
closing. 


Shoe stocks as of January 15th were 
from 40 to 65 per cent under what they 
were on the same date in 1944. Some 

le lines were harder hit even, 
with stocks of “heart” sizes in all lines 
very low. 

OPA officials at this meeting asked 
that retailers sponsor page ads in the 
local newspapers advising the public 
that shoe stamps would be valid until 
used. This the retailers refused to do, 
for they could not get any absolute 
guarantee from top governmental offi- 


cials that this would be the case. And 
the retailers did not intend to stick out 
their collective necks in making such 
promises. 

It developed at this meeting that the 
public feels it has been misled by OPA 
in the matter of food stamp cancella- 
tion, and, that the same distrust ex- 
tends to the shoe rationing program, 
despite assurances from Washington to 
the contrary. 

Shoe retailers also expressed them- 
selves freely as feeling that OPA should 
have kept faith with the shoe dealers 
with relation to permitting the planned 
ration-free January sale to go through, 
as planned. They felt that if this had 
been done, it would have been instru- 
mental in restoring public confidence, 
to a smal] degree at least. 

Even with the tremendous selling the 
first two weeks in January, the retail- 
ers sold only the cream of their stocks, 
while dead stock remained on the 
shelves. 

All retailers concurred in the belief 
that price alone will not move these 
unwanted shoes; only by selling them 
ration-free will they move. And when 
OPA canceled the planned release, deal- 
ers felt they, too, were unfairly treated. 





Solé Leather for Repair Trade 


‘New Yorx—“The vital importance 
of sole leather for civilian shoe repair 
lias been and continues to be recognized 

the War Production Board and the 
of Civilian Requirements,” said 
a@ recent’ statement by the Tanners’ 
Counci? of America, here. “In spite of 
all contrary reports and interpreta- 
tions, sole leather for repair trade re- 
quirements will be available in satis- 
factory quantities. During 1944 the 
shoe repair trade received the equiva- 
lent of more than 325,000 bends per 
month, which was considerably more 
than the prewar amount of leather 
uséd. for repair. 
“Tn its summary of the leather situa- 
issued Jan. 5, 1945, the WPB said: 
_ “Civilian shoe repair, which took 25 
cent of sole leather before the war, 
received a larger portion in 1944, 
will require large quantities in the 
year. Repairs will continue to 
Programmed at the satisfactory 
of .86 half soles per year per 
1.21 per man and 1.56 per 


“This should indicate plainly that 
leather supplies for the repair 

will continue on the same basis 
Ss in past months. Rumors to the con- 
by persons without official stand- 
have no basis in fact and reflect a 

misunderstanding of present 


+i 


February 


Co-operative Ad 
Combats Rumors 


San ANTONIO, TEx.—Retail shoe 
merchants of San Antonio inaugurated 
a co-operative advertising campaign 


So, buy shoes wisely if you need them. 
And, above oll, don’t be o sucker for rumors. 


RETAIL SHOE MERCHANTS 
OF SAN ANTONIO 





during the recent buying rush, designed 
to combat rumorg.that the OPA was 
considering the cancellation of valid 
shoe 


stamps. 

In a three-column x 10-inch display 
ad carried in local papers the following 
text was published: 

“DON’T BE A SUCKER... . FOR 
RUMORS. 

“A wild orgy of buying Saturday 
afternoon and Tuesday resulted from 
one of those ‘somebody-told-me-that- 
somebody-said-that-he-heard-somebody- 
say’ rumors. 

“The shoe merchants queried the 
Office of Price Administration and here 
is the official government statement: 

“*The Office of Price Administration 
is NOT considering the cancellation of 
any valid shoe stamps. 

“*Anyone who uses a shoe stamp 
unnecessarily today may be depriving 
themselves of a pair of spring or early 
summer shoes at a later date.’ 

“If, as it looks now, the next shoe 
stamp does not become good until sum- 
mer you'll want the stamps you have 
now to buy spring and summer shoes. 

“So, buy shoes wisely if you need 
them. 

“And,. above all, don’t be a sucker 
for rumors.” 

The ad was signed, “RETAIL SHOE 
MERCHANTS OF SAN ANTONIO.” 

Shoe stores and departments had 
been swamped -with patrons who, 
alarmed at rumors, had determined to 
buy shoes. Women, especially, crowded 
into, the stores, the bulk sales for the 
two days far exceeding anything re- 
ported in some time. 





Trade Feels Pinch of 
Mounting Army Needs 
[CONTINUED FROM PAGE 63] 


the one big problem of trying to satisfy 
the growing demands of the armed ser- 
vices ‘for leather and shoes, plus mini- 
mum civilian requirements, with the in- 
dustry’s steadily diminishing output. 
With prospects ‘pointing to further in- 
crease in the Army’s demands to take 
care of the needs of 900,000 mere men 
to be inducted in the first half of 1945, 
indications are that the civilian mini- 
mum will be further reduced before the 
year is far advanced. 


+ 


Lease Store Space 


BIRMINGHAM, ALA.— The Holidays 
Shoe Corporation, of Nashville, Tenn., 
has leased for 10 years store space at 
203 North 19th Street, recently va- 
cated by the Florsheim. Shoe Store, in 
which it will open. at an early date a 
popular priced women’s shoe store. 

Under terms of the lease, it is stated, 
the lessee will put in a new front and 
make other improvements estimated to 
cost about $15,000, as soon as restric- 
tions on materials and labor are re- 
moved. Total rental for the 10-year 
period, it is said, will approximate 
$100,000. 
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SALESMEN WANTED 


HELP WANTED 


LINE WANTED 


—— 





Essential Workers need Release Statements 





Essential Workers need Release Statements 


Essential Workers need Release Statements 











TRAVELING SALESMEN 


WANTED 


for one of the oldest and best 
known Lines of Rubber Foot- 
wear. Not a Jobber’s or Side 
Line. Traveling experience not 
essential but retail footwear 
background helpful. Age pre- 
ferred 25 to 35 years. All hirin 


subject to WMC regulations. 
Address 2383, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N.Y. 





RETAIL SHOE FITTERS 


OUR NATIONAL ORGANIZATION 
OFFERS OPPORTUNITY 


for men and women with retail shoe ex- 
perience to build real career for now 
and postwar in our expanding Chain of 
modern shops. Openings in Chicago, 
Dayton, Detroit, St. Louis, Saeanempaite 
and other cities. Such benefits as free 
hospitalization insurance, vacations 
with pay, a policy of advancement from 
the ranks, with chance to manage or 
own shop later if you have qualifica- 
aa san Ta full details of experi- 

etc., to Mr. Grigsby, Dr. 
Scholl's 3 Foot Comfort Shops, Inc., 213 
bes Schiller Street, Chicago 10, Illi- 
nois. 














SALESMEN WANTED 
To handle outstanding line of Men's, 
Women's and Children's bedroom sli 


and a. wee giving references. 
100 East ‘sted | a4 Noe van one 














TERRITORY OPEN for 
a of i 


17, 





SIDE LINE SALESMAN WTD. 





C= NLY MEN WITH EXPERTENCE 
WANTED by New York Wholesaler to sell 

as side line, Women’s Sports and Arch 
Shoes, also Women’s and Children’s Play 
New York State, Pennsylvania, Mary- 

land, Virginia and Connecticut. Address #447, 


2 Se eS Sie ee ee - 


design 

fants’ Shoes. Cavebie of handing - 
production needs on Leather Cradle 8! 
basie design by to ‘auiebed 
product. At the time we are 
manufacturers of Felt yy ph 
tionally known. This is an excellent ep- 
portunity for the right man. Give ‘sl 
details in first letter. 

Box 462 








Boot and Shoe Recorder 
100 East 42nd St., New York 17, WN. Y. 





FLOOR MANAGER AND RECEPTIONIST 

for Women’s Shues; good salary; steady. Ap- 
ply: FOOT SAVER SHOP, 34. West 34th 
Street, New York City. 





» WANTED: ORTHOPEDIC SHOE SAI-ES- 


MAN Men’s, Women's and Children’s. 45 
Minutes from Grand Central, Permanent. Ad- 
dress +450, care Boot & Shoe earns 100 
East 42nd Street, New York 17, N. 





Wa NTED: THOROUGHLY EXPERI- 

ENCED SHOE MAN to take complete 
charge of Ladies’ and Children’s Shoe MDe- 
partment—buying and sclling—and to snper- 
vise floor of and Children’s Department 
Store. Must have knowledge of advertising, 


. f 
tunity for hte right man. Give full — > in 
your first letter regarding 














and ref- 
Root & Shoe Recorder, 
Street, New York 17,N.¥, “204 SHERMAN’S, WAYNESBORO, SERNA 
HELP WANTED FOR SALE 
Eeential Workers need Release Statements 
ATRETAR, aera,_aroe_aaime || FAMILY SHOE STORE 
tailing exnerience who are capeble of assoming | | —38 years in business, located 
store overs Unlimited caraians es order 4 =i on the Main Street in a city of 
and make of customers about 160,000 population in 





SuoEr SALESMAN .. . Earn $300.0 
$500.00 per month in the STYLE SHOP 
OF pie fad SOUTH Comminion hasis. $5900 
o guarant THE GUARANTER 
SHOE CO., San Antonio, Texas. 








Massachusetts. Excellent op- 
portunity for interested party. 
Good, clean stock. Owner 
quitting business. 


, Address 2450, care BOOT & SHOE RECORDER 
100 East 42nd Street, New, York (7, NM, Y. 














TOP NOTCH SALESMAN 


for Manufacturer's Lines, Babies’ and In. 
fants’ Shoes and House Slippers. Hove 
large following with best accounts. Ne 
tional distribution. Highest references, 
Write fully. 


Address 438, care BOOT ) m. SHOE necenaes 
100 East 42nd Street, New Yerk, N 











SALESMAN : 40 years old, wants territory, 
19 years’ experience; have handled all grade 
of shoes. Present connection Men's High Grade 
Line. Best of references. Address: Box 246i, 
Boot and Shoe Recorder, 209 South State 
Street, Chicago 4, Ill. 





LINES WANTED FOR THE WEST. Es 
perienced and successful salesman, 40 years 
of age and recently discharged from service, 
with 15 years traveling experience selling 
medium and better is opening s 
salesroom in San Francisco, is available im 
mediately to any manufacturer of good 
of Men’s, Women's and Children’s shoes, quab 
ity house slippers, wishing honest and efficient 
representation on the west coast. Best cf ret 
erences and recommendations furnished. Aé 
drese Tox 426, Boot & Shoe Recorder. 10 
East 42nd St.. New York 17, N. Y. 





ATTENTION SHOE MANUFACTURERS: 

We are Shoe Factors with the most potent 
and resourceful sales organization in the Far 
Southwest and Pacific .Coast. We are opes 
for a limited number of lines of merit—Men's, 
Women's, Children’s rationed. non-rationed, 
Wire or write at once. D. DAVID STONE, 
1138 Third Avenue, San Diego, Cal. 





L'NES WANTED FOR .THE PACIFIC 
COAST. Experienced salesman with wel 
equipped permanent office in Los Angeles is 

onen for several lines of Men’s, Women's ani 
Children’ s shoes or slippers, at once. In 
lines for quick delienr? preferred. Address 
4449, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y¥. 





FOR SALE 








P. S. PRINTING SAVINGS 


207 _, Smeneane DUPLICATE RECEIPT 
BOOK, &% x 11 Wire © Binding, with sti? tg 
beet rarer front and back. Rook tars fet wher 

Four receipts to the page. 200 
pn a to the hook, $1.00 per book, prepaid. 

COMMERCIAL SUPPLY COMPANY 
The House of Printing 

Bellefontaine Oule 








WE CAN SUPPLY 
Genuine Alligator Shoe Uppers, open 
back and closed back. Brown, Red, 
Navy. Telephone: ES-5-8339. Alter 7 





o'clock ES-6-5511. 
HENRY ROTENBERG 
720 Avenue U, , New Y 











i 





For SALE: At once. beautiful molern store, 
steady customers, radius of 50 miles. 

lished 47 years. Leading penndod lines men's, 
pe and Cmagep tM pace Loree quetas. 
an, necessary. renson health. 
GRERNER'S SHOE STORE, ‘STERLING, 
ILLINOIS. 


Boot and Shée Recorder 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 








"RESIDENT SHOE BUYER 









































— years’ shoe buying experience, ex- 
; Bagot contacts, all lines and grades. 
——__—_ Will represent good paying accounts 
on a moderate fee bas Save market 

) trip expenses. Highest credentials. 

. Aires #445, care BOOT & SHOE RECORDER 
Statements 100 East 42nd Street, New York 17, H. Y. 
MA 
<i POSITION WANTED 
s' and In. 
its. Hove -. 
unts, New OE STORE MANAGER, now employed in 

Family Shoe Store of high volume. Desire 
ferences, jp make change. Fifteen years’ experience as 
and Buyer. Address #458, care Boot 
RECORDER Shoe Recorder, 100 East 42nd Street, New 
&. ¥. 17, N. Y. 
es 
SUCCESSFUL MANAGER INDEPENDENT 
ts territory, AND CHAIN SHOE STORES desires 
cd all grades change. Available March first. Twenty years’ 
High Grade 9 experience popular and high priced Women’s 
_ Box 2461, § and Children’s footwear. Personnel supervision, 
south State § window trimming, advertising. Excellent 
ws volume and profit builder. 45, married, 
seferences furnished. Address #456, care Bunt 
: & Shoe Recorder, 100 East 42nd Street, New 
EST. Es York 17, N. Y. 
n, 40 yan § —— 
om service, yOuNG MAN, 34 YEARS OF AGE now 
nce selling employed as Sales Manager and Buyer of 
} opening s Family Shoe Store doing $110,000 yearly, 
vailable im position as Sales Manager or Buyer for 
good hnes ive Shoe Company. Have beea em- 
shoes, qual by same company for fifteen years. High 
ind efficient graduate, with two years business col- 
Sent of reb Can speak, read and write Italian and 
ished. Ad Considered a good window trimmer, 
100 manager and a business getter. Un- 


t 
i 


all phases of store operation. Now 
$5,200 per year. Address 3453, care 
& Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


R—14 years’ experience 
Women’s and Children’s Shves. 


re 





in Men's, 
Age 37; 


ial 























wried; have honorable discharge from Air 
vn-rat My references are of the highest type 
» STONE, will stand the most rigid investigation. 
l. Address #452, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 
PACTFIC SHOE BUYER, age 46, life time experience 
with well in Women’s, Children’s wma Men’: buying, 
Anceles is managing. display. Will entertain worthwhile 
‘men's and anywhere. Address #448, care 
Tn stock & Shoe Recorder, 100 East 42nd Street. 
in York 17, N. Y. 
MAN. AGED 38, leaving for Los Angeles, 
arrive on or February 15th, 
dstires position in Los Angeles or vicinity. 
ry Family Shoe Store experience. Capable of buy 
merchandising, window trimming and gen 
Supervision. Address #446, care Hoot & 
Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 
GS ‘ 
al ie 
‘eat Explains Combat Boot 
ANY Issuance Policy 
&. 
Oble _Wasuincton — The recent appear- 
/ of large numbers of soldiers wear- 
ee combat boots, while on leave or 
h, has prompted several in- 
open regarding this practice, since 
» Red, Army orginally announced that 
After 7 type of, footwear was to be issued 
enlisted men only who were serving 
i combat zones. 





MD SHoe RECORDER requested a 
mt of policy regarding the is- 


LL 


’ Because of the interest shown Boor 


of combat boots from the Quar- 





ern store, 

‘. pon General. The reply, dated 
- passe #n, 15, follows: 

1 health. ip rombat boots were originally issued 
ERLING, enlisted men in the European Thea- 






; 





Phmory |, 1945 








TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


convert inte cash ead rotion currency 
YOUR NAME PROTECTED . . 
SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 





N. 4th St Ph 


Ph e MARkect 








CASH PAID FOR 
SHOK STORES 
CLOSE OUTS, Jon LOTS 
sHoat assumeD 








BARIS BUYS 


FOR CASH. 
BARIS SHOE CO.., Inc. 
Orth 2-5160-1 


* 
79-81 Reade St., New York 7, N. Y. 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade St., New York 13, N. Y. 
POREMOST SHOE BUYERS SINCE 1906 











]NTERESTED BUYING SMALL SHOE 
STORE, stocked; established business, pre- 
ferably South. Have small cash down payment. 
Terms of both parties. Re- 
plies strictly confidential. Address #460, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





=a 


ter of Operations. Their use has since 
been extended to.other theaters requir- 
ing this item. Combat boots are also 
now authorized for issue to personnel 
of the Army Air Forces. 

“Within the United States, combat 
boots are issued to air-borne personnel, 
paratrooper personnel and to person- 
nel of certain engineer units. Person- 
nel returning from overseas theaters, 
who have been wearing the combat 
boots, also may wear them on return to 
the United States. 

“Issue of the combat boots to air- 
borne and paratroop personnel is being 
made as stocks of the paratrooper boot 
become exhausted; no new require- 
ments are authorized for the para- 
trooper boot. This represents a con- 
servation of leather, since the para- 
trooper boot required more than the 





combat boot.” 


1326 Washington Avenue—St. Louis, Mo. Central 4898 
WE BUY WE BUY 
FOR CASH OF BETTER GRADE SHOES 
BARSH & CEASAR FOR CASH AND RATION CURRENCY 








SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 1-188¢ 








SELL YOUR SUAPEES STOCKS 


Decne Street, New York 


108-110 
Press: WOrth 23-8577 sad S878 end Save 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES - 
AND PAY HIGHEST PRICES 


CAMITTA SHOK COMPANY 
120 N. 4th St.. Phitndctphia, Pa. 
Phone Lombard *UU# 














BUSINESS OPPORTUNITY 


EStQglienep SLIPPER FACTORY ia 
a Mid-Western City, with a production of 
1200-1500 daily, wanted to rent out on «a 
royalty basis. Address: Box 455, Boot & Shoe 
Recorder, 209 South State Street, Chicago 4, 
Ill. 








MERCHANTS’ NEEDS 









Box 444, and Shoe Recorder, 
100 EB. 42nd S&t.. New York 17, N. Y. 


‘ 


Purchase Ostrove Store 


Sanpusky, O.—The Ostrove Shoe 
Store, Sandusky, has been purchased 
by the Walker Family Shoe Stores, 
Akron, which operate stores in Ohio, 
Michigan, Indiana, and Kentucky. G. 
J. Tufford will continue as manager. 











FIT COMES FIRST 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doetor Shrinkers when used 

pre- 


proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides, Any fullness or 
1 00 wrinkles in leather or fab- 
$ » ric are easily shrunk with- 


Curved type Iron eat harm. 
Special combination offer $32.50 (fluids 
included in above prices). 


Send your order or Write for detafi information. 


E. C. SMELTZER CO. 


{21 E. Gist Street, Indianapolis, Ind. 











\ / ADN4 Rl ISING 
Y ( Cippulgs 
—here's how to get 


More Business! 


HE Vincent Edwards Idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled according to what 

want; wholesalers usually request 

Dest retail ads; manufacturers usually 

want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use c below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell me more about your 


lee ad De a Aaa ost special 

















Samuel C. Slichter 


Kansas City, Mo.—Samuel C. Slich- 
ter, 77, who before his retirement three 
years ago was office manager for the 
Robinson Shoe Company, here, died re- 
cently at the University of Kansas hos- 
pital. He lived in Kansas City until.a 
year ago when he made his home with 
a daughter, Mrs. John W. Aull, Excel- 
sior Springs,’ Mo. A son, Harry C. 
Slichter, is editor of..the Dubuque, 
Iowa, Telegraph-Herald. 

He is also survived by another son, 
Francis B. Slichter. Omaha, Ne- 
braska; two brothers and three sisters. 


Obituaries 


George W. R. Hill 


Brockton, Mass.—George W. R. Hill 
who for many years, until his retire- 
ment in 1929, was a member of the staff 
of Boot AND SHOE RECORDER, of which 
he also became vice-president and di- 
rector, died January 23 at his home, 


.244 Moraine Street. He was 88 years 


old: The immediate cause of death 
was an injury received in a fall out- 
side the Commercial Club, Brockton. 

Mr. Hill had a long and interesting 
career, most of which was spent in 
newspaper and publication work, Dur- 
ing his youth he was an actor and 
toured the country playing roles in 
“Uncle. Tom’s Cabin” and “Peck’s Bad 
Boy.” Later. he. took up newspaper 
work, and became city editor of the old 
Brockton Gazette, which later became 
the Brockton Enterprise. 

From the Enterprise, Mr. Hill came 
to Boot AND SHOE RECORDER, represent- 
ing this publication as advertising 
salesman in Brockton and the South 
Shore district, also in Haverhill. He 
had thé-ability, personality and ecxperi- 
ence requisite for success and soon 
came to be recognized as the top adver- 
tising salesman of the shoe trade press. 
For 42 years he represented the RE- 
CORDER, traveling every day from Brock- 
ton to Boston. Following his retire- 
ment.from the REcoRDER staff, he con- 
tinued. to make his home in Brockton 
and started a column in the Enterprise 
which became one of the paper’s widely 
read features. He continued this col- 
umn up to the time of his death. 

On the oceasion of his 85th birthday, 
Mr. Hill was honored with a dinner by 
the Kiwanians at the Commercial Club 
in Brockton. He was toasted and pre- 
sented with gifts that expressed the 
high regard and esteem in which he was 
held. Everit B. Terhune, president of 
Boot AND SHOP RECORDER, was the 
chief speaker, and many prominent shoe 
men were present. 

Mr. Hill was a member of the Brock- 
ton Country Club, Damocles Lodge, K. 
of P., and the George A. Dunbar Camp, 
Massachusetts State Guard Veterans. 
Funeral services, attended by repre- 
sentatives of the shoe and leather in- 
dustry as well as by many other 
friends, were held Sunday afternoon, 
January 28, in Samson’s Funeral Par- 
lors, this city. Surviving are his two 
sons, George R. Hill, of Los Angeles, 
and Roger B. Hill, of Summit, N. J. 
His wife died several years ago and 
his daughter died last year. 


Walter F. Crooke 


Warsaw, IND.— Walter F. Crooke, 68 
years old, died recently at his home 
here. For many years he was a sales- 
man in the Marott Shoe Store, Indian- 
apolis, and later was a traveling sales- 
man, covering Indiana territory. He 
also was manager of the former Emer- 
son shoe store in Indianapolis. 


Lt. Howard_Y., Stephens, Jr 


Reported Missing 


St. Louis, Mo.—Lt. Howard V, § 
phens, Jr., son of Howard VY. Steph . 
president of Johnson, Stephens & § 
kle Shoe Co., here, has been repo 
missing on the Belgian front. He ig 
officer in the field artillery. ; 

Lt. Stephens is one of three broth 
in the armed services. He was award 
the Bronze Star for holding a strategi 
position; in. Belgium until reinforce. 
ments arrived, thereby slowing th 
Nazi drive. He is a former ten 
championship player. 4 

His father is a former vice-presi 
of the St. Louis Board of Police Com 
missioners and of the St. f 
Browns; he also ran for Republicay 
candidate for United States Sensi 
in last year’s primaries. : 

« 


Suggest Retailers Join 
Boston Association 


Boston, MAss.—Leon Kelly, 

England representative of the Fre 

man Shoe Corporation, proposed at 

recent annual meeting of the 

Shoe Travelers’ Association, of 

he was elected president, that retailen 

be accepted as associate members @f 

the association and that the goal be 

at 100 new members for the year 19%) 

He feels that there is a mutuality af 

interest which should be cultivated. 7 — 
Other officers elected at the 2 

meeting were: C. V. Watson, 

president; and A. P. Richards, 

tary-treasurer. The 1945 ex 

committee consists of John M. 

Clark True, Clarence Chapman 

H. Gronberg. 

Shoe Production Drops 

In November a 


[CONTINUED FROM PAGE 63] 


in 1944 was 15,132,421 pairs, 16.0 Bf 
cent below that maintained in the 
period a year ago. ¥ 

Women’s shoe output totaled 9,8 
278 pairs, lower than both the Oct 
1944, and November, 1943, production 
Total for the first eleven months @ 
1944 was 108,099,772 pairs, 245 
cent lower than that for these mo 
the preceding year. 

Production of misses’ and child 
shoes in November amounted to 
529 pairs, a drop from the October 2 
ure, but a gain over the Nov 
1948, amount. Total for the 
eleven months of 1944 was 32,72 
pairs, an increase of 10.7 per cent¢ 
that for the same months of 1943. 

Production of infants’ shoes in N&” 
vember amounted to 2,676,301 paits 
lower than the October figure, bub 
again, higher than that for November 
of last year. Total for the elevel 
month period was 26,332,933 pairs, 9.9 
per cent above that for the same 
the preceding year. 
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Boot and Shoe Recorder 








